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Tweepie STYLES 
for spring have an exciting 
newness—a freshness in de- 
sign which presages a defi- 
nite upswing in sales for 
smart merchandisers. Every 
new pattern is an opportu- 
nity for profit and the line 
as a whole reflects the new 
tempo for 1941. Buy Twee- 
dies for that extra quality 
and fit in the moderate price 
range. 
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Pattern 2843-2, 
Soldier Blue Maracain 
with Black-White 
Genuine Chouri 
Snake trim. 68 

Last; 19/8 Puff heel. 


TWEEDIE FOOTWEAR 
CORPORATION 
JEFFERSON CITY MISSOURI 


FOR YOUR CHOICE. CUSTOMERS 
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CHRISTMAS spirit, slow in kin- 
dling, is bursting into a glorious 
flame with the desire on the part of 
people to give useful gifts and to 
make sure their gifts spread further 
than the family circle. We can sense 
it in manifold ways. It is one of 


those things that come to human 
beings aware of the fact that they 
are so much better off here than the 
peoples over there. 

Postmasters all over the country 
are being asked: “How can we get 
packages to countries far and wide 
before Christmas?” People want 
to express their sentiments in gifts. 
We wouldn’t be a bit surprised if 
Christmas goods in stores will be 
practically sold out ten days before 
Christmas—that is if the present 
mood continues. 

“Human performance cannot be 
anticipated by those who regard 
human beings as masses, to be 
moved at will.” But if we look into 
the mind of one individual and 
find out how he truly feels, we can 


OVmate 


, 


AT RAND LE 


multiply that by millions and we 
may be right. 

We've got a feeling that this is a 
Christmas of useful gifts because 
gimcracks and the rest are such 
trivialities (except for children). 
This should be a shoe merchant's 
great opportunity to sell shoes and 
slippers, hosiery and specialties. 

* 7. . 
A CYNIC said: “America is the 
greatest Boy Scout nation on the 
face of the globe.” He said it to us 
in the face of our enthusiastic tell- 
ing of our experience at the ship- 





ping dock where we saw barrels of 
shoes for war refugees on their way 
overseas. Our friend didn’t mean it 
in an unkind way but it is difficult 
for adults to accept even an impli- 
cation of a Boy Scout spirit. 

But if that’s the label, we will 
accept it as a general compliment 
of the spirit of our nation that 
would do a daily good deed rather 
than a selfish one. By and large, 
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Americans are the most helpful 
people on the face of the globe. 
We had tokens of the helpfulness of 
shoe men — the biggest-hearted 
blokes in all creation — because 
their modesty is in keeping with 
their good deeds. We actually had 


/ 
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to go down to the dock to see the 
barrels of shoes and check off the 
names thereon because the Commit- 
tee was not notified officially as to 
the shipments. However, in every 
case, acknowledgment was made for 
the receipt of the barrels because it 
is right and proper for thanks to 
be expressed for gifts received. 
Well, the shipment was 165 bar- 
rels, 80 cartons and 24 cases. And 
believe it or not, someone was 
thoughtful enough to send cases of 
soles and heels—all new and un- 
used; and double thanks to the man 
who sent cases of shoe laces. He 
had thought the thing through— 
that these shoes that we were send- 
ing might need new laces; and the 
same holds true of the benefactor 
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who sent the big shipment of soles 
and heels—because they, too, forti- 
fied the feet of refugees against 
weather. 
* * * 

BR ETURNING to the State Capitol, 
after a visit to Washington, con- 
cerning which he said there was 
“no mystery” although newspaper- 
men had not been advised of details, 
Governor Francis P. Murphy, who 
is vice-president and a director of 
the J. P. McElwain Shoe Company 
of Manchester and Nashua, New 
Hampshire, revealed that he was as- 
sisting the National Defense Coun- 
cil in its relations with the shoe 


and leather trade. 


is 1T TRUE THAT 
ERR Sets rRIANS Won 2 
. HAVE sHoes< 
ot 


“I hope I was able to make sug- 
gestions that will prove valuable,” 
he said, “and it probably will be 
necessary, or at least advisable, for 
me to go back to Washington from 
time to time. It is probably true 
that the War Department is not hav- 
ing its orders for shoes and other 
leather products filled as rapidly as 
they ought to be, and this is not the 
fault of the concerns with which 
orders are placed. Probably it is 
no one’s fault, as an unexpected de- 
mand was created by the calling of 
the National Guard into service and 
the probable mustering of some 
thousands of young men who hold 
low numbers in the draft. 

“There certainly is no doubt that 
shoe and leather manufacturers are 
anxious to help the government in 
every possible way. There are, of 
course, domestic demands that must 
be met, since civilians cannot be 
expected to go barefoot in Winter 
weather; but government orders 
will be given priority.” 

* * * 
AN appeal for shoes for British 
civilians who have been rendered 
homeless and partially destitute by 
bombing raids, has been issued to 
New England shoe manufacturers 
by George A. Dempsey, president 
of the New England Shoe and 


Leather Association. In a circular 
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—I| can well remember as a young- 
ster coming over to New York from 
Boston and seeing for the first time 
that grand old team of comedians 
—Weber and Fields. 

—In one of their comedies they had 
a banking scene, with Weber as 
the banker and Fields as the de- 
positor. 

—And whenever Fields presented 
himself at the cashier's window, 
Weber would ask in that inimit- 
able way of his: “Put in or take 
out?" 

—This phrase “put in or take out” 
can well be applied to the shoe 
manufacturing industry of today. 

—Some manufacturers are endeav- 
oring to see how much value they 
can “put in" their shoes, whereas 
other manufacturers are trying 
just as hard to see how much they 
can “take out." 

—Our shoe manufacturing industry 
isn't a comedy—far from it—and 
it's a safe bet that those manu- 
facturers who strive to “put in" 
the most of value will be in busi- 
ness long after these other guys 
have passed out of the picture. 


Sb Ton 


President 





letter he points to the extreme need 
of many of the poorer people in 
that country, a need which neces- 
sarily can be met only slowly by the 
English government because the re- 
quirements of the fighting forces 
must first be met; and urges that 
all available shoes be sent immedi- 
ately to the British Workshop Di- 
vision, Allied Relief Fund, 69 New- 
bury Street, Boston, Mass. “Prob- 
ably every shoe manufacturer,” says 
Mr. Dempsey’s letter, “has on hand 
a certain number of shoes which 
are outstyled, or whose commercial 
value in this country is, for divers 
reasons, negligible. Men’s, boys’, 


women’s, misses’ and children’s 


shoes are all most desirable as 
bombs respect neither sex nor age. 
The main essential is that they be 
strong, serviceable footwear. It is 
also requested that you send to the 
same address a descriptive bill 
covering types of shoes donated. 
such as style and color, also sizes. 
etc., in order to facilitate handling.” 
+ a * 


LEW HAHN, general manager of 
the National Retail Dry Goods As- 
sociation, declared there is an in- 
creasing danger that industry and 
retailing may, more or less, accept 
a state of mind which deems that 
some general price rises due to de- 
fense preparations are inevitable 





and be led thereby to relax their 
vigilance against price increases 
which are unwarranted. 

In a policy letter sent to member 
stores of the N. R. D. G. A., Mr. 
Hahn took cognizance of the danger 
by suggesting that retailers and 
their buying staffs be on guard 
against what was described as a 
tendency on the part of some manu- 
facturers to intimate that an infla- 
tionary influence from government 
purchases is being felt in their in- 
dustries. It was not his intention 
to be overly critical of manufactur- 
ers for such statements, Mr. Hahn 
said, since the knowledge of what 
is going on and may be still to 
come in industry as the result of 
defense purchasing has a stimulat- 
ing, psychological effect upon all 
those in contact with the develop- 
ments. Manufacturers and retailers 
both are likely to find themselves 
almost unconsciously assuming that 
some shortages and price increases 
are inevitable. 

“This is indeed the very thing 
against which we must guard our- 
selves and our customers,” Mr. 
Hahn declared. “The consequences 
which result from any panic usu- 
ally are counted in terms of mate- 
rial or physical disaster but their 
beginning always lies in the mind- 
If we are to let our almost sub- 
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conscious acceptances of shortages 
and price rises to come take pos- 
session of our conscious minds, we 
shall act as though these shortages 
and price rises actually were upon 
us. Therefore, it is up to us to 
demand facts, to refuse to accept 
generalizations, to keep our feet on 
the ground and stick to our deter- 
mination not to stampede.” 


* ” a 


WASTE not, is the order of the 
day in England. The Ministry of 
Supply, through its Leather Control, 
is supervising the purpose and use 
of leather, making changes of types 
when there are shortages but still 
retaining the liberty of the mer- 
chant to order and the manufacturer 
to make “any quantity of footwear 
or type of shoe that they can pro- 
duce.” Comment is made: “It 
should be a long time before the 
industry finds itself in a tight cor- 
ner for supplies.” 

Harold Macmillan, Parliamentary 
Secretary to the Ministry of 
Supply, recently explained that 
this waste is being used in increas- 
ing quantities for the production of 
leather board, and for conversion 
into a quick acting fertilizer. The 
chief problem in using leather waste 
has been to find a cheap and satis- 
factory method of disintegrating it. 
If it can be reduced to reasonably 
long fibers by a method which is 
not expensive, it immediately be- 
comes a valuable raw material 
again. This result seems likely to 
be achieved through the investi- 
gations made by the Director of 
Civilian Leather Supplies and there 
is a probability that it will become 
possible to reduce scrap leather to 
fibers sufficiently long and fine to 
be spun into a thread. If this can 
be achieved, it is unlikely that much 
more scrap will be turned into fer- 
tilizer, which can be easily obtained 
from less valuable materials. A 
useful leather board is already be- 
ing made 
leather with a suitable binder, but 
a fabric made of leather threads 
would undoubtedly be considered 
a better production for trade uses, 
particularly if it proved suitable as 


from distintegrated_ 


a replacement for cotton and linen 
linings in shoe uppers. 
- ” 7 


























EENGLAND expresses thanks — a 
letter from “over there” says: 

“I see in our papers that a splen- 
did lot of shoes and clothing are 
arriving from U. S. A. So much of 
it is new and in nice condition. 
This is fortunate because the Eng- 
lish people themselves can usually 
give away only used clothes, as 
they have so many demands and 
are wearing last year’s clothes 
themselves.” 

BBLOOMINGDALE, New York, has 
on display the three latest additions 
to the shoe wardrobe of Mrs. Frank- 
lin D. Roosevelt. They are a 
strapped silver kidskin evening slip- 
per, one of the new bronze kidskin 
pumps with a gold buckle and a 
street shoe of brown gabardine, 
leather trimmed. All three have the 
low curved heel and long slim 
vamp preferred by the First Lady 

. and all are made by Fikany, 
whom Mrs. Roosevelt made famous 
and whose shoes are now sold at 
Bloomingdale’s. 





**WEW records reached by indus- 
try,” says the Business Bulletin of 
LaSalle Extension University, Chi- 
cago—and here’s why: 

“The expansion of business has 
created over 1,000,000 new jobs 
since last year at this time, and fac- 
tory employment is at the highest 
level since three years ago. A com- 
mon characteristic of a recovery 


WELL~ iT LOOKS LIKE OLD TIMES 


(Oa nw ~~ =: 
IF SPM gig 


period is that the increase in em- 
ployment begins after the increase 
in production. Later, employment 
catches up, and before the upward 
movement is over, it usually has 
gained as much as has industrial 
production. 

“Payrolls have risen by a larger 
percentage than has the number of 
persons employed, and for manu- 
facturing industries these payrolls 
are 16 per cent higher than they 
were a year ago. In the building 
industry, payrolls have risen 20 per 
cent, and in some branches of min- 
ing as much as 30 per cent. In 
transportation, retail and wholesale 
trade, in public utilities and in ser- 
vice industries, the gains have been 
somewhat less.” 
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This Week's 
SPECIAL 


ON 
RUBBERS 






























































“Satisfied they don't leak, ma'am?" 





for all sorts of casual 
wear are having a strong 
comeback. They are seen 
in cross-strap versions 
as well as in the more 
usual treatment. Both 
types are shown here. 
They offer an ideal way 
to use multicolor. 
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SHOWINGS of Spring lines at New York hotels last 
week confirmed the Recorper’s predictions of “12 
Important Bases for Spring,” as well as the “Dark 
Horses” also suggested in the October 26 issue. 

The V-throat; the d’Orsay line; the pump with 
square toe and square bow; the dressy pump; the 
dressmaker sandal; the cross strap; the spectator; 
mannish types; softies; seamless oxfords; low-heeled 
wedgies, 12/8, and under, opened-up slack sandals and 
the Native American theme . . . they were all at the 
show, just as we expected them to be when we picked 
them for important bases for Spring. 

And platforms . . . thick ’n’ thin; “really low heels” ; 
buttons and military braid; handcraft touches; multi- 
colors for resort; buckle monks, adapted from men’s 
shoes . . . they were all there, too, in varying interpre- 
tations, just as we said they would be several weeks ago. 

To sum it all up. The strong accents at the show 
were on trimmed pumps; spectators in several versions 
(see recent RECORDER story on “What's Happening to 
Spectators”) ; spectator and walking shoes in antiqued 
tan calf and alligator calf; saddle color casual shoes. 

If the sensation of the show was in these last . . . the 
casual . . . it is because they are in every line, are 
cleverly styled in the majority of cases and are so 
definitely in the trend of the day. They have everything 
that women are crying for, and expecting to get, in 
their shoes. They are soft . . . in constructions and 
leathers (we discussed this subject more fully in “ ‘Soft’ 
Describes the New Casual Shoe,” Nov. 2 issue.) They 
are low-heeled . . . another strong trend, except when 
pumps, the spectator for instance, go to the opposite 
extreme, 21/8 and higher. 

And they are very American. They fit into our love 
for sport and casual clothes. And speaking of being 
very American, the design inspiration of many of these 

[TURN TO PAGE 61, PLEASE] 


The dOrsay line carries on in 

many versions. We show it here 

with braid ornament giving a 

very military look. Sandalized 

oxfords for town wear with 

suits is another trend noted at 
the recent show. 
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You've Seen the First Lines for Spring; the Big 
Excitement Has Subsided; You've Probably Bought 
Your First Shoes. Now You Can Settle Down for 
a Few Weeks to Watch Customer Re- 

action te Your Premiere Presentation 

of Spring Styles. Here We Show Seven 

Types and Treatments Which We Liked 
Especially at the Show. Some are Brand 

New. Some Are Revivals. All of Them 

Will Bear Watching. 














Pumps are number one pattern 
for Spring. Throat ornaments 
are new and very pretty. 
Rosettes and fringed ornaments 
—frontier fringe, we call it for 
the Cowboy and Indian influ- 
ences—are very important. 


The Sailor Boy comes into 
the Spring style picture, 
putting white braid and 
stars on navy blue shoes. 
And the cowboy puts his 
mark on shoes with tool- 
ing, embossing and brass 
studs, 


Ann Eden, Columbia 
Broadcasting System star, 
in a black halo hat with 
floating veil, two fashion 
themes slated to carry over 
into Spring 1941. 


\ 


33 5. 





FALL WINDOWS 


HIERE are four interesting window displays selected 
from the many submitted to Boot anp SHoe RECORDER 
by merchants throughout the country in recent weeks 
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THAT CAPTURED 


as examples of what merchants are doing to intrigue the 
interest of women customers, focus their attention on 
Fall styles, speed the pace of selling. 

Creative genius of display men in many cities are 
constructing other windows equally effective. But these 
four are typical of this season’s displays from Fifth 
Avenue to the Pacific Coast, windows planned for vari- 
ous purposes, each an excellent example of a display 
built to fulfill a particular function. 


IN the Slater window we have a beautiful specimen 
of the type of display designed primarily to create good 
will and prestige for the store. It is analogous to the 
institutional type of advertisement in the newspaper. 
It calls attention to a long and honorable career. At 
the same time it influences the prospective customer by 
suggesting to her mind the thought that she, too, should 
be among the number who have stamped themselves as 
people who know by their appreciation of the fine foot- 
wear this establishment provides. 

The Delman window is definitely the type of dis- 
play that ties in with’ a current event of social and 
style significance, in this case the Ballet Russe. This was 

[TURN TO PAGE 39, PLEASE] 


This interesting and practical display was used by the 
Senack Shoe Co. in their Besten-Langan unit at Louis- 
ville, Ky. W. W. Canberg is manager. 
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The beautiful display at 
the left was one of two 
anniversary windows used 
by J. & J. Slater recent- 
ly to commemorate the 
eighty-first birthday of a 
retail firm that through 
its lifetime has been in- 
dissolubly linked with the 
tradition of fine quality. 





Real stuffed peacock 
dramatizes trade name of 
shoes featured in the well 
designed window display 
at the right, used by Nord- 
strom’s, Seattle, where S. 
P. Thompson is display 
manager. Platform and 
upright cylinders were 
flecked with gold. Card 
and price tickets were of 
plastic. Combination of 
gold and colors proved 


rich and impressive. 


ATTENTION. SOLD SHOES 


Functional Displays. Designed to Enhance Store Prestige. 
Create a Wider Acceptance for Branded Lines. Arouse 


Fashion Interest and Speed the Pace of Retail Selling. 


Gene Moore, window dis- 
play manager of Delman’s 
at Beredorf Goodman, 
New York, made effec- 
tive use of the talents oj 
Erika Hanka Gorecka, 
young Polish artist who 
is now working in this 
country. Figures were life 
size in paper sculpture 
and were designed ta 
co-operate with “Ballet 
Russe de Monte Carlo.” 
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There’s GOLD 


In American Neutrals... . 


THOSE golden saddle colors have been discovered by 
the shoe trade simultaneously with their appearance in 
gloves and handbags. It all happens, too, when the 
leading dress designers are cutting into yards and yards 
of golden-tone materials for late Winter and early 
Spring models. Sheer dress woolens in golden amber, 
champagne, sultry yellow gold and bronze and antique 
golds; evening materials of gleaming gold colors, or 
sparkling with gold threads; honey color coatings and 
yellow tweeds for suits and ensembles. This new gold 
standard influences the coloring of new millinery mate- 
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New 
Saddle Colors 
Are Beige Tones 
with an 


American Accent 


NELL O’DAY 


appearing in Universal western 
pictures. 


rials, gives furs the color of fresh churned butter heaped 
on South-going coats, adds glitter to dinner dresses and 
day dresses alike, both of which are embroidered or 
braided in gold. 

The brilliant golds need some refining before they 
come into the city. Golden colors are divided into two 
distinct groups—the city golds and the country golds. 
The same is true for shoe leathers in the saddle family. 

Casual shoes in saddle colors will come into town 
this year, and also be worn with play clothes and as 

[TURN TO PAGE 39, PLEASE] 
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Harold F. Volk (left), president of Volk Bros. Com- 
pany, Dallas, Texas, and son of Founder Leonard 
Volk, receives a plaque celebrating the fiftieth anni- 
versary of the founding of the firm, from C. M. 
Selby, vice-president of Volk’s. The latter was chosen 
to make the presentation by the employees’ associa- 
tion of the firm, known as Volk’s Progress Club. 


Serious business afoot, but this group of Texas shoe men, gathered at the Adolphus 
Hotel for a luncheon to discuss preliminary plans for the coming convention of 
Texas-Oklahoma Shoe Retailers and Southwestern Shoe Travelers, January 12-15, 
insisted on treating the subject good-humoredly. Left to right: Willard Sherwin, 
manager shoe department Dreyfuss & Sons; Alfred E. Allen, Billiken Shoemakers; 
Clyde Mayes, manager shoe department, Sanger Bros.; Bill Owen, manager shoe 
department, A. Harris Co.; George Potashnick, manager shoe department, Titche- 
Goettinger Co.; J. Russell Redden, Graham Brown Shoe Co. 





Lillian Gish, starring in the 
Chicago company of “Life 
With Father”, steps out of 
character long enough to cut 
the cellophane ribbon across 
the door of the newest re- 
modeled Florsheim store at 
La Salle and Madison Streets. 
Chicago. She is greeted by 
R. E. Boy, extreme left, man- 
ager of the Chicago Flor- 
sheim stores. 


As the camera caught them busily at 


work, informally at play. in conference, 


or participating in some of the “big mo- 


ments” that mark the daily drama of shoes 


Louis Heim and Henry W. Latteman, of New 
Oxford, Pa., compare extremes in their line, 
sizes 3 and 11EE, which they carry in their 
comfort and arch-support slippers at their 
office in the Marbridge Building. 


Road men of the House of Crosby Square 
division of the Mid-States Shoe Co., gath- 
ered recently at the camp of Gordon 
Kaiser, credit man for the firm, at Avoca, 
Wis., for a hunting and fishing party. At 
least that’s the story but it looked more like 
a mutual suicide pact to the camera man. 
Left to right: Sylvan Kadison, Mr. Kaiser. 
Garnet Lee, Bill Stamm and Allie Gardner. 











Artist and designer Sonja Field, surrounded 

by her sketches and against a background of 

her own portraits, elaborates on the increas- 

ing importance of monograms, at her office in 

the Marbridge Building, New York. She's 

promoting monogrammed shoes as seen by 
the saddle oxford on her desk. 


RRR a teen 


pm 
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Harriet T. Couplin, fashion coordinator for 
Rhythm Step shoes, St. Louis, receives a 
plaque from Dorothy Caraty, director of the 
women’s division of United Air Lines, certi- 
fying her membership in the line’s “100,000 
Mile Club”, made up of those who have flown 
100,000 miles or more on scheduled airlines. 


Rex Dickinson, demonstrating 
representative for Selby Shoe 
Company, left, well-known au- 
thority on feet and proper shoe 
fitting, was presented with a 
Brannock Foot-Measuring De- 
vice engraved with his name, 
recently when he appeared at 
the Park-Brannock Company, 
Syracuse, N. Y., for a two-day 
demonstration. Many of the 
store’s customers accepted an 
invitation to consult with Mr. 
Dickinson on their foot troubles. 
Charles Brannock is making the 
presentation. 





Top row, left—the elasticized sabot, a 
lounger type and a happy complement to the sweater and 
skirt vogue—allover saddle leather; allover white; allover 
brown. Right—the walled last stepin with concealed gore 
and Indian fringe inserts matching the leather binding—all- 
over calf with contrasting trim; allover crushed kid, patent 
binding and fringe; blue calf with red calf binding and 
fringe; beige suede with brown colt binding and fringe. 
Lower row, left—smooth low heel casual oxford featur- 


ing flexibility of sole construction—blue calf with red 
binding and platform; black crushed kid with patent bind- 


ing and platform; white buck with blue. Center—the seam- 
less unlined Blucher, faille backed and perforated for light- 
ness — allover tan calf; allover crushed kid; allover saddle 
leather. Right—an 8/8 heel elasticized slipon showing fron- 
tier influence in fringe and tooled leather details—allover 
saddle leather with brown tooling; allover white suede with 
white calf trim on vamp. 





Cd 
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Top row, left—a springtime interpretation of the elasticized 
pump, featuring simplicity with a dressy bow—allover gab- 
ardine with patent bow and heel; gabardine vamp with 
patent quarter and trim; allover calf. Right—the elasticized 
slipon with simple openings on the instep to add a touch 
of glamour—allover gabardine with patent trim; gabardine 
vamp with patent trim; white buck with blue trim. Bottom 


Iidustrations on these pages were 
sketched by Brown-Tilt, St. Louis 
artists and designers of shoe fash- 
ions, as exemplifying style trends 
of fundamental importance rereal- 
ed in early Spring lines of St. Louis man- 
ufacturers who exhibited in last week's 


show at Hotel Pennsylcania, New York. 


row, left—a new dress tie with a faille backed vamp to per- 
mit lightness usually found in elasticized footwear—allover 
crushed kid; allover calfskin; crushed kid vamp with patent 
quarter and heel. Right—the spectator pump with simple 
tailored lines which have made it the classic of the industry 
—white buck with blue calf tip and fox; all-over tan calf 
antiqued; crushed kid with patent tip, fox and heel. 
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Plan Your Selling FIRST 


TO every owner-manager of a shoe store, we give four 
little words—PLAN YOUR SELLING FIRST. Oh, let’s 
be generous and give to everybody in shoes the same 
magic words—PLAN YOUR SELLING FIRST. And 
for fear that somebody will think that we are preaching 
from on high, we will acknowledge our indebtedness for 
these words to a real sales manager, who gave them to 
a group of 150 merchants. We won't mention his name 
because he, in all probability, got the idea from some- 
body else. 

Ideas are wonderful things and they grow with their 
repetition. And, after all, that’s the ideal position of 
the Boot anp SHoe RecorpeR—to be the instrument 
for spreading good ideas . . . to repeat, to reiterate, to 
put the life of action into words so that they can help 
get more shoes sold right. 

Well, with this preamble, let’s get down to earth. 
PLAN YOUR SELLING FIRST and buy accordingly. 
Too many goods are bought first and what follows is a 
lot of head scratching to build a selling plan around 
them. Too many goods are bought in enthusiasm and 
sold in staleness. Well, all you’ve got to do is to turn it 
around and do a little thinking for events at least sixty 
days ahead, that can be “planned into” instead of 
“drifted into.” 

Remember, we are not preaching. We're giving a 
double thump and emphasis to the very phrase PLAN 
YOUR SELLING FIRST. Make no mistake about it— 
1941 is going to be a selling year—and profits are not 
going to come by simply waiting for customers to roll 
in because times are better. Nothing takes the place of 
selling enthusiasm on the floor. A well-informed sales- 
man at the fitting stool is worth more than a dozen 
buyers on a binge. Many a shoe fitter has covered up 
the mistakes of his buyer-boss—and more power to 
him—for holding his tongue and doing a job. In every 
line of business, external to shoes, there is a battle on 
for the dollar and are they fighting for it—with every 
kind of selling technique and strategy! 

Now let’s pound a few truths that need to be brought 
back into this shoe business of ours. Here they are. 
They are not mine—but yours for the taking. 

Some persons think that “people buy what they need.” 
This is only partially true. You can think of any 
number of examples which show that people have to be 
urged to buy many things which they really need and 
they buy many things that are not necessities because a 


by ARTHUR D. ANDERSON 
EDITOR, BOOT AND SHOE RECORDER 


desire to own those things has been created by advertis- 
ing, stimulated by attractive displays, and climaxed by 
a good sales talk on the part of some dealer or his sales- 
men. Here’s a today-truth. If every woman who is 
well-dressed in every other respect, but who should buy 
a new pair of rubber style gaiters or rubber oxfords or 
overshoes to match the neatness and stylishness of the 
remainder of her costume, were to try to purchase a 
pair of stylish, good-looking, neat-fitting gaiters or 
rubbers today, do you think for one moment that dealers’ 
stocks would be ample? Of course, they would not. 

No, most people do not buy what they need as soon 
as they need it, and they buy many things they want but 
do not really need, but which add to their enjoyment or 
comfort. They do not buy what they need because 
someone has failed to do the right kind of a job of 
selling them and they make other purchases because 
someone, through skillful advertising or through some 
convincing sales argument, has created the desire to 
buy. 

That is why salesmanship—the art of making sales— 
is so necessary, and why dealers and retail sales-persons 
must continually be alert to the value of interesting 
presentation at the fitting stool and attractive displays 
and active promotion of merchandise that otherwise 
would not be called for voluntarily. 

But, while we are looking at the facts, why not be 
very sure that we are looking at all the facts. The shoe 
merchant is in competition not only with other shoe 
merchants but he is competing against all the desires 
that are created in the consumer’s mind for possession 
of many things (including such things as automobiles, 
radios, household equipment, etc., the desire for enjoy 
ment, recreation, gasoline, movies, etc.) . 

This might seem discouraging but, on the contrary, 
doesn’t it suggest that inasmuch as so many people 
seem to be able to find so much money to spend on 
these other things, that a good, alive, and capable mer- 
chant can and will find ways of increasing sales volume 
when other merchants are thinking that there is nothing 
they can do. 

So PLAN YOUR SELLING FIRST— it’s the 1941 
way to “getting more shoes sold right.” 
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MO-LO Messenger No. 2 


ANEW PRINCIPLE ENTERS SHOE FITTING 


SHOE FITTED WITH MO-LO INSOLE 


To ia 


THE HEEL 


MO-LO is a cork plastic insole that forms to 
the shape of the individual foot while walking. 


Your foot molds the plastic insole to fit you 
alone. 


When shoes constructed with MO-LO insoles 
are tried on by customers in the store, they 
begin to mold to the shape of the composite 
foot — but MO-LO doesn’t take the form of the 
individual foot until after several days’ 
walking. 


MO-LO-supplies the “Third Dimension” in 
shoe fitting —they mold a fitting to every 
crevice under the arch and heel of the indi- 
vidual foot yet take up no appreciable room 
in the shoe as they fill the vacant space under 
the arch and level up the heel. 


MO-LO makes mates of the shoe and the 
foot — both left and right. 


MO.-LO provides a cushion under the weight- 
bearing area of the foot. 


67 RIVERDALE AVENUE . ° 


Patented Shoe Construction, Processes and Designs 


ARCH FORMING MO-LO PATENTED INSOLES U.S. LETTERS PATENT NO. 2,197,996 GRANTED APRIL 23, 


Price to manufacturers 

Women's 10/2 cents per pair (misses' & 
children's correspondingly lower) 

Men's 12'/2 cents per pair (boys', youths’ 
& little gents’ correspondingly lower) 


TO FORM THE ARCH AND CUP THE HEEL IS TO GIVE TO SHOES 
COMPLETE WALKING COMFORT 


MO.-LO insoles remain soft and flexible for 
the life of the shoes. 


Specify MO-LO arch-forming insoles to be 
built into your shoes by your manufacturer. 
The cost is low. They give a personalized fit 
to standard factory shoes — men’s, women’s 
and children’s. 


See how MO-LO eliminates the “breaking- 
in” period. See how they conform the shoes to 
the feet rather than breaking down the feet to 
the shoes. To be convinced — try the MO-LO 
WALK TEST. Send us the SIZE and WIDTH 
of the shoes you wear and we will send you-a 
pair of MO-LO three-quarter insoles with in- 
structions for cementing them into your shoes. 


Remember when rubber heels were a talking 
point and new experience? Now they are uni- 
versal, MO-LO shoe fitting has been proven in 
action by thousands of satisfied customers. 
Build them in and watch your sales rise. 


PRODUCTS 


° PORT CHESTER, NEW YORK 
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Martin Dies 


day, January 7, at Chicago - 


MARTIN DIES 


THE National Shoe Fair, jointly sponsored by the 
National Shoe Retailers’ Association and the National 
Boot and Shoe Manufacturers’ Association, to be held 
in Chicago, January 6, 7, 8 and 9, will hold its opening 
luncheon meeting on Tuesday, January 7, 12 o'clock 
noon, in the Stevens Hotel, where Congressman Martin 
Dies will deliver the principle address. 

An able speaker, a deep student of foreign and domes- 
tic affairs and an ardent and patriotic American, his 
voice was soon raised in the House of Representatives 
against what he termed Subversive and un-American 
activities. His utterances were first disregarded by the 
majority, but as he continued to speak on this, his 
favorite subject, and as he began to produce proof and 
facts to back up his statements, his fellow congressmen 
became more interested. 


THIS committee, which Congressman Dies heads, has 
all the powers that a Congressional investigating com- 
mittee is allotted, was given a small appropriation, and 
in spite of the handicap, uncovered such a vast amount 
of evidence of un-American activities that it astounded 
not only the Congress but the entire country. 
Congressman Dies said recently: “We are not now 
in danger of invasion by any foreign army or any 
combination of foreign armies. No one can take Uncle 
Sam as long as we are adequately prepared. 
“No, I repeat we are in no danger—our chief men- 


TO HEADLINE SHOE FAIR OPENER 


Chairman of Famous Congressional Commit- 
tee Investigating Un-American Activities to Be 


Featured Speaker at Luncheon Meeting, Tues- 
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ace is the danger from within. In Czechoslovakia the 
lax democratic statesmen permitted 1,500,000 of their 
citizens in the Sudeten area to belong to a bund. On 
the day that Hitler decided to take that unfortunate 
country these 1,500,000 bundists simply put on their 
uniforms and took over. 


*¢ 4 FEW wise statesmen there got up and tried to tell 
the people what was going on, but they were shouted 
down as alarmists before it was too late. 

“Unless we find and stamp out these rats in this 
country, every social gain we have ever made in recent 
years will be thrown out the window. 

“Do we really have a fifth column in America? That 
question is asked of me more often than any other I 
hear. This is just a part of the answer. 

“Yes, we do have a fifth column here. Representative 
Communists from sixty countries, traveling on passports 
issued to them by countries they seek to destroy, met 
at the seventh world congress of the Communist Inter- 
national in Moscow in 1935. They were told the story 
of the Trojan Horse, then sent back to the other coun- 
tries to operate on that basis. 

“Then on one day Hitler called in all his boys from 
other lands and told them the same thing. He told 
them when they donned their bund uniforms on that 
day and marched down to headquarters and armories 
[TURN TO PAGE 61, PLEASE] 




















7300 
(A Few Styles 
Slightly Higher) 


OLD your orpers 
OR THE Pilliken MAN 


A \ gwd ~NEW LINE FOR SPRING 


Great News! BILLIKEN and SWEETBRIAR Shoes are now priced 
for a quicker turnover, streamlined for style-conscious young 
America, and made to a standard of quality that makes a friend 
of every parent, in both Goodyear Welts and Sbicca Delmacs. 
For your profit sake you can’t afford to miss this new set-up! Our 
salesmen are now on the road and we urge you fo write or wire 
us for special appointment to see this new Spring line. They're 
styled for a swift moving market that won't wait, and are shoes 
that look: better and actually worth more. 
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oemakers DIVISION OF CRADDOCK-TERRY SHOE CORP., LYNCHBURG, VA. 
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A Boot and Shoe Recorder Department 





orl 


“Miss Shoe Store” 

Here is an idea recently reported 
to us by a Pacific Coast shoe retailer 
who was in New York recently to at- 
tend the shoe shows. 





® 


2 


by JOHN F. W. ANDERSON 


This retailer has a life-size model 
of an attractive young lady seated on 
a divan facing the front of the store. 
Each week the model’s complete cos- 
tume, from head to toe, is changed— 


so that she is dressed for every hour's 
activity around the clock. A _ pale 
amber spotlight is focused on her to 
bring out the highlights of her shoes 
and the owner of the store reports 
that not a week goes by but what 
some new customer mistakes the 
model for a real customer in the flesh. 
The retailer also reports that the 
model is the best word of mouth pro- 
motion that the store has ever used 
and that many people drop in each 
week to check and see whether a 
couple of old shoe men have made 
any mistakes in dressing a young lady 
in the latest style. “But we fool the 
public,” reports the retailer, “by hav- 
ing the young lady’s clothes picked 
out by the fashion expert of a nearby 
department store.” 


* + 


The Lost Sale 


One of our leading shoe depart- 
ments in the mid-West has a very 
practical way to check on “Why sales 
are lost.” 

As each customer enters the depart- 
ment he is met by the floorman who 
inquires as to the customer’s wants 
and shows him to a seat. The floor- 
man calls over the salesman on turn 
and hands him a SALES REPORT to 
be filled out after the customer leaves. 
He tears off a stub on which he marks 
the salesman’s name and places the 
Pg in his pocket. 

After the customer leaves, the sales- 
man fills out the report, stating 
whether he sold the customer shoes, 
slippers, or hosiery—price and style. 





very small shoe store in New York 





E 

City and vicinity can thank Blooming- 

dale’s for this ad. For when a large 

store advertises Christmas slippers 

early, it makes the public slipper con- 
scious and all shoe stores benefit. 
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BEST IDEA OF THE WEEK 
NEW CUSTOMERS FROM MISFITS 


(Marks Isaacs Company, New Orleans, Louisiana) 


O. P. Ideator—“In regard to timely promotions in 
the Boot ano SHoe RecorpDER, we try to keep six 
weeks in front of the season. Therefore, this week 
we are investigating how to increase business during 
the week after Christmas—the headache week in the 
retail business when more goods are returned than 
go out of the store.” 


Buyer Dan Steuer—“It may be a headache in some 
stores but we find it a valuable week in which to make 
new customers.” 


O. P. Ideator—“How can you get new customers to 
come in during that week? 


Mr. Steuer—“That’s not so hard as it may sound. 
In the first place, about 10 per cent of our total holiday 
slipper sales are returned for exchange. That is not 
unusual. However, it is significant in that this 10 
per cent is almost all men who have never been into 
our shoe department before. We believe that at least 
half of the slippers purchased by women are presents 
for men who never enter the store, including of course 
most of this 10 per cent. Thus the short period of 
time they spend in making an exchange is our only 
opportunity to sell them on the department as a good 
place to buy shoes in the future. That is how we win 
new friends and new customers.” 


O. P. Ideator—*I can see that you have to work fast 
to win them over.” 


Mr. Steuer—“Yes, you're right. For two weeks fol- 
lowing Christmas, we keep our men’s shoe department 
looking its best, without the confused vacant appear- 
ance which is often the aftermath of the holiday rush.” 


O. P. Ideator—“A clean fresh department makes an 
impression on the customer’s mind.” 


Mr. Steuer—*‘Next, personnel are drilled on making 
exchanges in as cheerful and friendly a manner as 
possible. Customers don’t like to return merchandise 
and it isn’t usually their fault, so why make it difficult 
for them. If our salesmen extend a cheerfulness and 
willingness to take care of returns, our store will stand 
out above others. The customer says to himself, “This 
is a nice place to do business, I'll come again.’ 

“Finally, after we have made the necessary adjust- 
ments, we invite the customer to look at our latest 
styles for Spring while his correct size slippers are 
being wrapped. A quick size-up of the man indicates 
the type of shoes he is accustomed to buying and our 
salesman immediately shows the customer the most 
suitable model. New sales may not often be made on 
the spot, but later visits convince us of the profitable- 
ness of this extra selling effort.” 








If the salesman failed to sell the cus- 
tomer, he must write a sentence or two 
giving the exact reason why the cus- 
tomer did not buy. 

These reports give an accurate 
check at the end of the day as to each 
salesman’s sales as well as the busi- 
ness of the whole department and are 
a check on the regular sales slips with 
the important addition that the shoe 
buyer can keep a close record as to 
why each salesman loses sales or why 
certain lines or styles of shoes fail to 
sell. The buyer of a large depart- 
ment, today, can usually spend little 
time on the selling floor and he must 
have accurate and instant checks as 
to salesmen’s selling ability and the 
drawing power of respective styles 
and lines. 

* * 7 


The New Customer 


Manager Raymond King of the 
shoe department of Cox-Rushing- 
Greer Company, San Angelo, Texas, 
has a sure-fire way to bring new faces 
into the store. 

Whenever a new family moves into 
the city, the store secures their name 
and address from the Merchants’ 
Board of Trade and sends the family 
a month’s subscription to the local 
daily newspaper. This is soon fol- 
lowed by a letter stating that the store 


is responsible for the complimentary 
subscription and an invitation to pay 
the store a visit at any time. This 
service, according to Manager King, 
has paid handsome dividends, espe- 
cially since the store advertises their 
shoes in the local paper. 


* * 


The Christmas Season 


Thirty-one states have a five weeks’ 
Christmas selling season this year 
while the shoe stores in the seventeen 
other states will have to make their 
Christmas profits in four weeks, de- 
pending on which date each state has 
set for Thanksgiving. But either way, 
it will be a profitable selling month. 
Here are some important December 


‘dates to remember: 


Dec. 16—Boston Tea Party. 

Dec. 17— Wilbur Wright’s first 
flight. 

Dec. 21—Winter begins. 

Dec. 25—Christmas Day. 

Dec. 26—(After Christmas sales 
begin and promotion of evening shoes 
for New Year’s Eve gets under way.) 

Dec. 31—New Year’s Eve. 


* * * 
Christmas Season Ad Phrases 


Here are some ad phrases—some 
new, some used—that may be uceful 


to you in window, interior, mailing 
piece and newspaper advertising dur- 
ing the coming month: 

“Don’t wait until the last day” 

“. Shopping Days Until Christ- 
mas” 

“Bell Ringer Specials” 

“Shoes and Slippers Make Prac- 
tical Christmas Gifts” 

“Perplexed?—-Why not a pair of 
Slippers?” 

“Hurry! Only Four Shopping Days 
Left” 

“For Your Last-Minute Gitt Prob- 
lem” 

“Slippers make ideal 
gifts for all the family” 

“HELP! For Last-Minute Shop- 
pers” 

“Slippers Galore” 


Christmas 


“Open season for slipper hunters” 

“Give him a gift he'll use” 

“Men appreciate slippers for Christ- 
mas” 

“Practical Gifts Are In Fashion” 

“Stocking Up for Christmas.” 

“Her Christmas Hosiery” 

“In Step with Santa” 

“Slippers for a Comfortable Christ- 
mas” 

“Slippers are a Man’s Gift” 

“For the Whole Family” 

“Slippers and Hosiery are Always 
Appreciated” 
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FIRST IN LINES AND MERCHANTS’ MINDS 
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Exhibiting in Chicago at Industry's Greatest Show 


Acme Shoe Co., 
Acme Shoe Mfg. Co., Inc., 
Adams Bros. 






Beckerman Shoe Corp., New York, N. Y. 

Bedford Shoe Co., Carlisle, Pa. 

Belcher Last Co., Geo. E., Stoughton, Mass. 

Bellaire Shoe Co., 

(Division of Holmes, Stickney & Walker) 
Portland 


. Me. 
Belle-Craft Slipper Corp., Brooklyn, N. Y. 
Belle Meade Shoe Co., The, Nashville, Tenn. 
Belleville Shoe Mfg. Co., Belleville, 111. 
Best Shoe Co., Inc., Boston, Mass. 
Bickford Shoe Co., Boston, Mass. 
Bloom Bros. Co., Minneapolis, Minn. 
Blue Ribbon Shoemakers, St. Louis, Mo. 
Blum Shoe Mfg. Co., Dansville, N. Y. 
Boot & Shoe Recorder, New York, N. Y. 
Bourbeuse Shoe Co., Union, Mo. 
Bourque Shoe Co., The, Raymond, N. H. 
Box Wraps, Inc., St. Louis, Mo. 
Boyd-Welch, Inc., St. Louis, Mo. 
Bradford Shoe Co., Hampton, N. H. 
Brauer Bros. Shoe Co., St. Louis, Mo. 


Bridgewater Workers Cooperative Assn., Inc., 
Bridgewater, Mass. 


Brilliant Bros. Co., Boston, Mass. 
Brooks Shoe Co., The William, Nelsonville, 0. 
Brown Co., New York, N. Y. 
Brown Shoe Co., St. Louls, Mo. 
Brown Shoe Co., David, Baltimore, Md. 
Burg Co., A. S., Boston, Mass. 
JAN. 6-7-8-9 Cc CHICAGO 
California Shoes, Ltd., Los Angeles, Calif. 
Cambridge Rubber Co., Taneytown, Md. 
Capitol Shoemakers, St. Louis, Mo. 
Carlisle Shoe Co., Carlisie, Pa. 
Carmo Shoe Mfg. Co., Carthage, Mo. 
Casuals, Inc., Los Angeles, Calif. 
Central Slipper Co., Inc., Wilkes-Barre, Pa. 
Champion Shoe Mfg. Corp., New York, N. Y. 
Church's British Shoes, New York, N. Y. 
Clapp & Son, Inc., Edwin, East Weymouth, Mass. 
Claremont Sandal Co., Claremont, N. H. 
Clark Shoe Co., Auburn, Me. 
Clayton Printing Co., A. C., St. Louis, Mo. 
Clickstein Shoe Co., Boston, Mass. 
Cobblers, Inc., of Calif., Los Angeles, Calif. 
Cohen & Sons, Inc., I., Boston, Mass. 
Colby Shoe Mfg. Co., Freeport, Me. 
Cole Co., B. E., Norway, Me. 
Cole, Rood & Haan Co., Chicago, tI. 
Collins-Morris Shoe Co., St. Louis, Mo. 
Comfort Slipper Co., Fitehburg, Mass. 


Commonwealth Shoe & Leather Co., 


Whitman, Mass. 
Compo Shoe Machinery Corp., Boston, Mass. 
Conformal Footwear Co., St. Louls, Mo. 
Connell Shoe Co., Inc., J. M., 


South Braintree, Mass. 


Conrad Shoe Co., North Abington, Mass. 
Consolidated National Shoe Corp., Boston, Mass. 
Consolidated Slipper Corp., Malone, N. Y. 
Continental Shoe Corp., Portsmouth, N. H. 
Coon Co., W. B., Rochester, N. Y. 
Cooper Slipper Co., S., New York, N. Y. 
Coronet Shoe Corp., Haverhill, Mass. 
Creative Footwear, Boston, Mass. 
Crescent Shoe Co., New York, N. Y. 
Crosby Square, The House of, Milwaukee, Wis. 
Crystal Fixture Co., Chicago, II. 
Curtis Shoe Co., Inc., Mariboro, Mass. 
Curtis-Stephens-Embry Co., Reading, Pa. 
Cushman Co., Charles, Boston, Mass. 
JAN. 6-7-8-9 D CHICAGO 
Dainty Maid Shoe Co., Haverhill, Mass. 
Daly Brothers Shoe Co., Inc., Bosten, Mass. 
Darling Co., L. A., Bronséh, Mich. 
Dartmouth Shoe Co., Brockton, Mass. 
Davis Shoe Co., H. E., Freeport, Me. 


Boston, Mass. 
Milford, Mass. 
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Dover, N. H. 
i New York, N. Y. 
Drew Corp., The Irving, Lancaster, 0. 


Dunn and McCarthy Inc., Auburn, N. Y. 
JAN. 6-7-8-9 E CHICAGO 


Eagle Shoe Mfg. Co., Inc., Everett, Mass. 
Eastern Footwear twear Corp. Dolgeville, N. Y. 
Eaton Co., Brockton, Mass. 
Edgewood b vag —.. Atlanta, Ga. 
Edwards & Co., J., Philadelphia, Pa. 
Elam Shoe Co., Inc., F. S., Rochester, N. Y. 
Elfskin Corp., Worcester, Mass. 
Elite Shoe Co., Framingham, Mass. 
Empire Specialty Footwear Co., Endicott, N. Y. 
Endicott Johnson Corp., Endicott, N. Y. 
Endicott Johnson Corp. of Mass., Boston, Mass. 
Ennis, Inc., John, Brooklyn, N. Y. 
Ephrata Shoe Co., Inc., Ephrata, Pa. 
Exeter Shoe Mfg. Co., _ Exeter, N. H. 
Evans’ Son Co., L. B., Wakefield, Mass. 
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Fairchild Publications, New York, N. Y. 
airfield Shoe Co., Columbus, 0. 
Falcon Shoe Co., St. Louis, Mo. 
Farmington Shoe Mfg. Co., Dover, N. H. 
Fashion-Bilt Shoe Co., Pontiac, 111. 
Federal Shoe Co., Boston, Mass. 
Fein & Glass, Inc., Reading, Pa 
Felters Co., Inc., The, Boston, Mass. 
Fern Shoe Co., The, Los Angeles, Calif. 
Ferris Shoe Mfg. Co., Souderton, Pa. 
Field and Flint Co., Brockton, Mass. 
Fikany Shoe Co. of "New York, Rochester, N. Y. 
Fisher Shoe Co., Hudson, Mass. 
Fitchburg Shoe Mfg. Co., Fitehburg, Mass. 
Five Star Shoe Co., Inc., Long Island City, N. Y. 
Fleisher Shoe Co., Manchester, N. H. 
Florsheim Shoe Co., Chicago, 11. 
Foote Shoe Co., The John, Worcester, Mass. 
Forest Park Shoe Co., St. Louis, Mo. 
Franzen Shoe & Slipper Co.,  Woreester, Mass. 
Frederick-Speier Footwear, inc., Norwalk, Conn. 
Freedman & Sons, Inc., A., New Sedford, Mass. 
Freeman Shoe Corp., Beloit, Wis. 
Frevport, Me. 

St. Louis, Mo. 
Mariborough, Mass. 
New York, N. Y. 


CHICAGO 
North Adams, Mass. 





Frye Shoe Co., John A., 
Fulton Leather Goods Co., 
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, Akron, Ohio 
Lawrence, Mass. 
Mount Joy, Pa. 
Fitehburg, Mass. 
Thiensville, Wis. 
Boston, Mass. 
Columbus, 0. 
Haverhill, Mass. 
Hackensack, N. J. 
Pittsfield, N. H. 


Bros., Inc., 


Goldberg & Co., S., 
Golden Quality Shoe Co., 

& Sons Co., Julius, Boston, Mass. 

5 Boston, Mass. 


, Inc., Reuben, Philadelphia, Pa. 
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moment... 


x keaeaeK 


» PARTICIPATE and PROFIT - 


The industry's greatest meeting where all prominent 
shoe men gather to participate and profit. Here, they 
will listen to speakers-in-the-news . . . 
discuss store problems, promotion, mer- 
chandizing, modernization, expense control, with trained 
and proven experts. This is the dominant NATIONAL 


shoe show where 1055 displays await your inspection. 


NATIONAL SHOE FAIR—Headquarters: Stevens Hotel, CHICAGO 


see men of the 
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* January 6—Monday Thru Thursday—January 9 * 
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Green Shoe Mfg. Co., The, Boston, Mass. 
Greenwich Footwear Corp., £. Portchester, Conn. 
Grossman Shoe Co., Parkersburg, W. Va. 
Groves Shoe Co., Chieego, tI. 


JAN..6-7-8-9 be CHICAGO 
Hagerstown Shoe & Legging Co., The, 

Hagerstow 
Hagerty Shoe Co., The P., 


Washington Ct. House, 0. 
Hallowell Shoe Co., Hallowell, Me. 


Hamilton, Scheu & Walsh Shoe Co., 


St. Lewis, Mo. 
Hanan & Son, Inc., New York, N. Y. 
Harlic Bag «" South Norwalk, Conn. 
Hazzard Co., Augusta, Me. 
Headway Shoe en Webster, Mass. 


P., 
Hecker Products Corp. (Shoe Polish Div.), 


Indianapolis, "ind. 
Heilbrunn & Sons, J., Rochester, N. Y. 
Herbst Shoe Mfg. Co., Milwaukee, Wis. 
Hermal Shoe Co., Everett, Mass. 
Heywood Boot & Shoe Co., Woreester, Mass. 
Hide and Leather and Shoes, + Chieago, tI. 
Highland Shoe, Inc., Lewiston, Me. 
Hirsch & Slater, Inc., Boston, Mass. 
Holland-Racine Shoes, Inc., Holland, Mich, 
Holly Shoe Co., Littleton, N. H. 
Holtz Shoe Co., Inc., Herbert, Haverhil!, Mass. 
Hubbard Shoe Co., Milwaukee, Wis. 
Hubbard Shoe Co., Inc Rochester, N. H. 
Huiskamp Bros. Co., Keokuk, ta 
Huntington Shoe Co., Inc., Huntington, ind. 
Huth & James Shoe Co., Milwaukee, Wis. 
Hyde & Sons Co., A. R., Cambridge, Mass. 


JAN. 6-7-8-9 i CHICAGO 


Ideal Shoe Mfg. Co., Milwaukee, Wis. 
International Shoe Co., Manchester, N. H. 
Interstate Shoe Co., Manchester, N. H. 
Interstate Slipper Co., Inc., Easthampton, Mass. 
Ireland Co., R Dover, N. H. 


JAN. 6-7-8-9 J CHICAGO 


acob & Sons, Inc., H., Brooklyn, N. Y. 
acobs & Sons Co., Inc., A., East Lynn, Mass. 
Jacobson, Nathan., Boston, Mass. 
ames Shoe Mfg. Co., The, Milwaukee, Wis. 
Jarman Shoe Co., Nashville, Tenn. 
ay Shoe Mfg. Co., Cambridge, Mass. 


St. Louis, Mo. 

erro Brothers, New York, N. Y. 
lersey Footwear, Inc., Passale, N. J. 
St. Louis, Mo. 
Millersburg, Pa. 


Johnson, Stephens & Shinkle Shoe Co., 
St. Louis, Mo. 
Johnston & Murphy, 


nm, Md. 








Newark, WN. J. 


Brockton, Mass 
Pasadena, Calif. 
Columbus, 0 
Fort Worth, Tex. 
St. Louls, Mo. 


CHICAGO 


Nashville, Tenn. 
St. Louis, Mo. 


Jones & Vining, Inc., 
Joyce, Inc., 

Julian & Kokenge Co., 
Justin & Sons, inc., H. J., 
Juvenile Shoe Corp., 


JAN. 6-7-8-9 a 


K. B. S. Shoe Co., 
Kane, Dunham & Kraus, Inc., 
Keith Co., Geo. E., 

Campellio, Brockton, Mass. 


Keith, Keith & McCain Co., Rockland, Mass 
Kesslen Shoe Co., Kennebunk, Me. 
Keystone Slipper Co., Philadelphia, Pa. 
Kimel Shoe Corp., Claremont, N. H. 
Kirsch-Blacher Co., Inc., New York, N. Y. 
Kleinert Rubber Co., |. B New York, N. Y. 
Klev-Bro Shoe Co., Inc., Derry, N. H. 
Kleven Shoe Co., Spencer, Mass. 
Kingston Shoe Co., The, Nashville, Tenn. 
Knight Slipper Mfg. Corp., Brooklyn, N. Y. 
Knipe Bros., Inc., Ward Hill, Mass. 
Kopman-Woracek Shoe Mfg. Co.Fiat River, Mo. 
Koss Shoe Co., Inc., Auburn, Me. 
Kreider Shoe Co., A. S., Annville, Pa. 


Kreider's Sons Mfg. Co., Inc., W. L., 
Palmyra, Pa. 
Krippendorf Dittmann Co., Cincinnati, 0. 


JAN. 6-7-8-9 L 


Laconia Shoe Co., Laconia, N. H. 
Laird Schober & Co., Inc., Haverhill, Mass. 


Lambertville Division of Servus Rubber Co., 
Rock Island, HI. 


Elizabethtown, Pa. 
Palmyra, Pa. 


CHICAGO 


Lancaster Shoe Co., 
Landis Shoe Co., 
Langer-Lippman Co., Boston, Mass. 
La Valle, Inc., New York, N. Y. 
Lederer Co., The, New York, N. Y. 
Leighton’s Mexican Imports, Fred, 


New York, N. Y. 
Lenox Shoe Co., Inc., Freeport, Me. 
Lester Shoe Co., Chelsea, Mass. 
Levi-Weiss Sales Co., Chicago, 11. 
Lima Cord Sole & Heel Co., The, Lima, 0. 
Lincoln Shoe Co., Haverhill, Mass. 
Lind Shoe Co., Worcester, Mass. 
Lion Shoe Co., Inc., New York, N. Y. 
Lippert Bros., Inc., Brooklyn, N. Y. 
Little Falls Felt Shoe Co., _—_Little Falls, N. Y. 
Little Welt Shoe Co., Nashville, Tenn. 
Lockwedge Shoe Corp. of America, Inc., 


Columbus, 0. 
Longini Shoe Mfg. Co., Cincinnati, 0. 
Lorman, Shoe Stylist, New York, N. Y. 
Louis Shoe Co., Amesbury, Mass. 
Lown Shoes, Inc., Auburn, Me. 
Lucey Shoe Co., John E., 


Middiebere, Mass. 
Lucille Footwear Co., Williamsport, Pa. 


AND NATIONAL BOOT & SHOE MANUFACTURERS ASSOCIATION 
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M CHICAGO 


Jersey Clty, N. J. 
Auburn, Me. 
Boston, Mass. 
Manistee, Mich. 


JAN. 6-7-8-9 
Mackey & Son, }., 
Maine | 


Rice-O’Neill Shoe Co., 
Richland-Davidson Shoe Co., 
Robbins & Weitz, 
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New York, N. Y. 
Westboro, Mass. 
Raymond, N. H. 
Chicago, Ii. 
Rechester, N. Y. 
Atlanta, Ga. 
Philadelphia, Pa. 
St. Louis, Mo. 
Nashville, Tenn. 
New York, N. Y. 


Lawrence, Mass. 
Brockton, Mass. 
Chicago, 11. 
Chiecage, Il. 
Boston, Mass. 


Stillman Shoe Co., H. C., 
Stone-Tarlow Co., Inc., 

Sun Shoe Mfg. Co., 

Superior Shoe Co., 

Superior Shoe Co., 

Supreme Shoe Mfg. Co., Inc., 


Long Island City, N. Y. 
Swan Shoe Co., Inc., Baltimore, Md. 


T CHICAGO 


New York, N. Y. 
Boston, Mass. 
Waupun, Wis. 
St. Louis, Mo. 

Brooklyn, N. Y. 

Hoboken, N. J. 


JAN. 6-7-8-9 


Tupper, Inc., 


Rockingham Shoe Co. 
Tweedie Footwear Corp., 


Mayville, Wis. ‘ 
Rogers Bros. Shoes, Inc., 


London, England Jefferson City, Mo. 


ers, Inc., 


Miller, Hess & Co., Inc., 


Bangor, Me. 
Cincinnati, 0. 


Little Falls, N. Y. 


St. Louls, Mo. 
Rochester. N. Y. 
Manchester, N. H. 
Chicago, I. 
Lawrence, Mass. 
Milwaukee, Wis. 


Middletown, N. Y. 


Milford, Mass. 
St. Louis, Me. 
Cineinnati, 0- 

Akron, Pa. 


~— Long Island City, N. Y. 


Moose River Moccasins, 
i Brothers, 


Muskin Shoe Co., 
Mutual Shoe Corp., 
Myers & Sons, Inc., D., 


Milwaukee, Wis. 
Batavia, N. Y. 
Biddeford, Me. 
Chicago, II. 
Cambridge, Mass. 
Old Town, Me. 
St. Louls, Mo. 
St. Lowls, Mo. 
St. Louis, Me. 
Brookiyn, N. Y. 
Baltimore, Md. 
Mariboro, Mass. 
Baltimore, Md. 


Rondeau Shoe Co., H. O., 
Rosenthal & Doucette, Inc., 
Roth, Rauh & Heckel, Inc., 
Royal Metal Mfg. Co., 
Royce Shoe Co., Newmarket, N. H. 
Rubin Bros. Footwear, New York, N. Y. 
Ruth Shoe Co., Newburyport, Mass. 


Farmington, N. H. 
Beverly, Mass. 
Cincinnati, 0. 

Chicago, 1. 


CHICAGO 


Portland, Me. 
Boston, Mass. 
New York, N. Y. 
Brooklyn, N. Y. 
Manchester, N. H. 
St. Louis, Me. 
Boston, Mass. 
Cincinnati, 0. 
Chicago, I. 
Beston, Mass. 
Portsmouth, 0. 
New York, N. Y. 
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Saco Moc Shoe Corp., 
Safran-Sundel Shoe Co., 
Saks Shoe Corp., M. J., 
Salenfriend & Co., L., 
Salvage Shoe Co., Louis H., 
Samuels Shoe Co., 

Sandler Co., A., 
Schawe-Gerwin Co., The, 
Scholl Mfg. Co., inc., The, 
Scholnick Shoe Co., 

Selby Shoe Co., 

Service Handbag Co., 
Servus Rubber Co., The, Rock Island, 1. 
Sewanee Shoe Co., Atlanta, Ga. 
Sherman Bros. Mfg. Co., South Norwatk, Conn. 
Shields Slipper Corp., Bombay, N. Y. 
Shoe Form Co., Inc., Auburn, N. Y. 
Shoe & Leather Reporter, 

Shu- Stiles, Inc., 
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United Last Go., 
United Shoe Machinery Corp. 
United States Rubber Co., 


CHICAGO 


Boston, Mass. 
Boston, Mass. 
New York, N. Y. 


United States Shoe Corp., The, Cincinnati, 0. 


Unity Shoemakers Corp., 
Universal Shoe Corp., 
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Vatley Shoe Corp., 


Vamos, Alfred, 


Vincent Horwitz Co., Inc., 


Viner Brothers, 


Vitality Shoe Co., 


Vulcan Corp., 


JAN. 6-7-8-9 
Waldman Bros., 


Wales Import Co., 
Walkin Shoe Co., The, 
Wall-Streeter Shoe Co., 
Ware Shoe Corp., 
Waterbury & Son Co., S., 
Webster Shoe Corp., 
Weil Shoe Co., M. K., 


Haverhill, Mass. 
Sanford, Me. 


CHICAGO 


St. Louis, Mo. 
New York, WN. Y. 
New York, N. Y. 

Bangor, Me. 

St. Louis, Me. 

Portsmouth, 0. 


CHICAGO 


New York, N. Y. 
New York, N. Y. 


Sehuytkill Haven, Pa. 
North Adams, Mass. 


Ware, Mass. 
Brooklyn, N. Y. 
Webster, Mass. 

St. Louis, Mo. 
Milwaukee, Wis. 


Myrna Shoe Co., Manchester, N. H. 
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Sibulkin Shoe Co., Inc., M., 
Simplex Shoe Mfg. Co. 
i Shoe 


Weinbrenner Co., Albert H., 
Well Worth Slipper Co., Inc., 
Werman & Sons, Inc., A., 


West Kennebunk Welt Co., 
West Kennebunk, Me. 


Honesdale, Pa. 
Brooklyn, N. Y. 


National Shoe 


Maribore, Mass. 


i Corp., 
National Shoe & Leather Co., Inc., Epping, n. 4. 


National Shoe Mfg. Co., Inc., 


Nunn-Bush Co., 
JAN.6-7-8-9 


Worcester, Mass. 
Lynchburg, Va. 
Syracuse, N. Y. 
Brooklyn, N. Y. 

Norway, Me. 

New York, N. Y. 

Milwaukee, Wis. 


CHICAGO 


Humboldt, Tenn. 
Brockton, Mass. 


CHICAGO 
New York, N. Y. 


St. Louis, Mo. 
Garfield, N. J. 
St. Louis, Mo. 
St. Louls, Mo. 
Worcester, Mass. 
Bangor, Me. 
Haverhill, Mass. 
Wausau, Wis. 
Cincinnati, 0. 
Everett, Mass. 
Canton, Mass. 
Milwaukee, Wis. 
Milford, Mass. 
Brooklyn, N. Y. 
Brooklyn, N. Y. 


CHICAGO 
St. Lowis, Mo. 


Somersworth, N. H. 
South Berwick Shoe Co., Inc., 


South Berwick, Me. 
Southern Shoe Mfg. Co., Inc., 


Hagerstown, Md. 


Spalsbury, Steis & Deevers Shoe Co., 
Fredoricktown, Mo. 


Sport Specialty Shoemakers, Inc., St. Louls, Mo. 
Stacy-Adams Co., Brockton, Mass. 
Statler Shoe Co., The, Nashville, Tenn. 
Stein Co., A. H., Haverhill, Mass. 
Sterling Shoe Co., Inc., Auburn, N. Y. 


Stetson Shoe Co., Inc., The, 
South Weymouth, Mass. 


lines. 
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Weyand Shoe Co., The, 
Weyenberg Shoe Mfg. Co., 
Whitman Publishing Co., 
Wiley-Bickford-Sweet Corp., 
Willits Shoe Co., 


Wolf Shoe Co., A. N., 
Wolf Sons Co., Sam B., 
Wolff-Tober Shoe Co., 
Woodard & Wright Last 


Wright & Co., E. T., 


NATIONAL SHOE FAIR—Headquarters: Stevens Hotel, CHICAGO 


January 6—Monday Thru Thursday—January 9 
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A mighty meeting 


Jacksonville, 111. 
Milwaukee, Wis. 


Poughkeepsie, N. Y. 


Worcester, Mass. 
Halifax, Pa. 
Natick, Mass. 
St. Louis, Mo. 
Exeter, N. H. 
St. Louis, Mo. 
Denver, Pa. 
Cincinnati, 0. 
St. Louis, Mo. 


ast Bridgewater, Mass. 


Rockland, Mass. 
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DESIRABLE DISPLAY ROOMS AVAILABLE. FEE: $50 


The industry’s greatest convention, the shoe show 
TIMED to the shoe buyer's needs. 
of merchants and manufacturers attracting all impor- 
tant operators. The NATIONAL dominant shoe show 
where YOUR customers expect to see YOUR Spring 
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They Said at the Shows... 


HERBERT LAPE, JR., Julian & 
Kokenge Co., Columbus, Ohio, said: 
“It is a travesty on American shoe 
merchandising and manufacturing 
when both manufacturers and retail- 
ers are unable to make a substantial 
profit in these years, when our shoe 
production is near its all-time peak.” 


NEWTON ELKIN, president of 
the Newton Elkin Shoe Co., Phila- 
delphia, summarized a widespread 
feeling when he said that the draft 
has had a depressing tendency on 
the shoe business, but the purchasing 
power being injected will more than 
make up for that trend. Contrary 
to expectations, the post-election 
trend has been toward improved 
business, as the heavier industries 
develop purchasing power which 
shifts to the secondary industries and 
thence to consumer spending. This 
will have a greater influence in the 
end, he feels, than either the draft 
or the election. Shoes are definitely 
in for more business, from the dress- 
maker types on down. 

Detail is more feminine and con- 
sequently creates more interest, Mr. 
Elkin finds. Gabardine and ribbed 
materials are important. Black, 
brown and blue make up the color 
picture, with little color combina- 
tions, but fabric and leather combi- 
nations are important. In volume, 
Mr. Elkin looks to seeing the greatest 
resort season in history. Open-type 
shoes in sandals and pumps will lead 
for resort wear, with the influence of 
red and blue on white tremendous. 
In fine shoes, it’s almost all white, 
including suede or “napped” leath- 
ers. In short, an exceptional Spring 
and Summer are in prospect, partic- 
ularly in the better-grade shoes. 


Individual Observations on Style Trends and Trade Con- 


ditions by Manufacturers, Merchants, Wholesalers and 


Others Whom the Recorder Interviewed during the Recent 


Three-Ring Shoe Circus in New York. 


Effects of the Draft 


162 retail stores and 59 specialty stores 
were polled. covering the United States. 
114 believed business had not been af- 
fected; 81 thought there had been a re- 
trogression due to uncertainty as to 
whether individual customers of draft 
age would be called; 26 attributed better 
business to draftees buying for them- 
selves or their families before they were 
called to camp, or to the man who wasn’t 
drafted going ahead with his purchasing, 
which he had been uncertain about be- 
fore the results were made known. 





H. F. WRIGHT, stylist for Stetson 
Shoe Co., sees a general feeling 
among buyers that the better grades 
of shoes are coming back into their 
own. In the Stetson line soft, glove- 
like leathers will predominate for 
Spring. 


MRS. B. YOUNG, children’s shoe 
buyer for the R. H. White Co., Bos- 
ton, saw a tendency in the Spring 
lines toward more highly-styled shoes 
for the growing girl. Where 12 and 
13 have been high in heel heights, 
16 and 17/8 are now suggested. She 
anticipates the loafer type shoe to 
interfere with the saddle-oxford sale 
as much as 30 per cent. The 10/8 
heel will definitely continue to be the 
best-selling height of heel for the 
Junior Miss, however. Price lines are 
holding their own levels and not go- 
ing down; customers buying the 
higher-bracket shoes are still pur- 
chasing the same way. 


H. F. WRIGHT, stylist for the 
Arnold-Authentic line, says that they 
have styled their casual shoes to have 
the casual look and feel, plus all the 
support and service of regular shoes. 
He predicts bigger business than ever 
this Spring on shoes of this type. 


F. N. MASTIN, Mound City Shoe 
Co., sees seventy per cent of his busi- 
ness in sport shoes which the cus- 
tomers expect to wear on the street. 
In the $2.98 price class he expects 
white and brown, black and white, all 
white, tan and browns to predomi- 
nate in the North later as well as 
the South for resort wear. 


T. D. MACKEY, president of 
Mackey-Starr, Inc., New York City, 
is looking for a good resort business 
in sandals, open-toes, open-backs, 
pumps—black suede, blue suede, 
silver patent leather, bronze leather, 
black with copper kettle, lots of pip- 
ings and platforms—all these will go 
into resort and Summer wear, he 
feels. A lot of perforations will be 
good; alligator pumps in high colors, 
also sandals to retail from $13.75 or 
$14.75. 


G. A. SPRALEY, buyer of shoes, 
Stewart Dry Goods Co., Louisville, 
believes that the draft has affected 
the men’s shoe business somewhat to 
its disadvantage but the women’s 
business has accelerated now that 
election uncertainties are over. That 
a general reading-up of business will 
take place in the lower-priced brack- 
ets must be expected. From all ap- 
pearances the casual show is going to 
be very big, accounting for 15 to 
20 per cent of the Summer shoe 
sales. The casual types, including 
the play shoes, all mean plus business 
when sales are made. 


MISS BLACK, Paramount Shoe 
Co., St. Louis, looks for more busi- 
ness in the lower-heel types than ever 
before seen in smart shoes. Step-ins 
will be important but pumps and 

[TURN TO PAGE 40, PLEASE] 

















GEORGE A. DEMPSEY 


President New England Shoe and 
Leather Association 





THE first showing of Spring shoes 
ever held under the auspices of the 
New England Shoe and Leather Asso- 
ciation, undertaken at the request of 
association members and of other 
well known manufacturers who are 
interested primarily ir selling to the 
volume trade, will be held in the 
Hotel Statler and the Parker House, 
Boston, on December 2, 3, 4 and 5. 
Approximately 400 exhibitors have 
engaged 500 sample rooms, and the 
buyer attendance promises to be 
heavy. 

Shoes of all types—men’s, wo- 
men’s, boys’ and girls’—as well as 
products of the allied trades, will be 
on exhibition at the two official ho- 
tels; while sleeping room reserva- 
tions for visiting buyers have been 
assigned to these as well as to other 
hotels throughout the city. 



















THE importance of this show the 
first week in December is readily 
apparent. First, there is the question 
of prices to be decided, and not until 
buyers have had the opportunity of 
meeting manufacturers face to face 
and finding out what has happened 
in the leather market and what is 
likely to happen as the defense effort 
of the Nation goes into high gear, 
can any reasonable appraisal of the 
trend be made, can decisions be 
reached and definite orders placed. 
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To Consider Questions 
of 





LOUIS H. SALVAGE 


Chairman Boston Shoe 
Fair Committee 


It is significant, moreover, that or- 
ders to date for some types of shoes 
have been placed at advances of five 
cents per pair, this representing a 
compromise between what the manuv- 
facturer felt he should get and what 
the buyer thought he should pay. 


THE situation is definitely such that 
early orders may well prove a prof- 
itable investment. This is the con- 
sidered opinion of members of the 
association and outside manufactur- 


Style and Price 


Boston Show, December 2-5, Will Afford Shoe Men an 
Opportunity to Get Together to Exchange Ideas on Current 


Problems That Will Confront Trade Next Season. 


ers participating in the Boston Shoe 
Fair. 

The second problem to be solved 
at this showing of Spring shoes is 
that of style and type of shoes which 
will prove acceptable to the public 
when shown late this Winter or early 
in the Spring. The so-called “casual 
shoe,” in itself an almost new type, 
poses a problem all its own. To what 
extent is this type of footwear to be 
a stimulator of extra pair sales? To 
what extent will it replace the more 

[TURN TO PAGE 63, PLEASE] 
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ft? 
jhe WE LEAVE IT TO YOU. 


HERE IS WHAT HE SAID. 


“*The apparel oft proclaims the man’ said Shakespeare and | believe he was 
right. | look upon a man’s shoes as a symbol of success — or failure. Perhaps | 
keep more than the average number of pairs of shoes in use the year around. | 
change from every-day wear of one pair, for the comfort that follows a change — in 
order to hold the original good looks longer — for all that good looks and fine wear- 
ing qualities add to a man’s appearance. If more shoe dealers would work to get 
more men thinking of their feet, and the part they play in man’s well-being, | be- 
lieve men would become so shoe conscious that they would want more shoes, and 
that they would buy more shoes and the whole shoe industry would be better off. 
If | were a shoe dealer I certainly would do all in my power to achieve such a poten- 
tially profitable objective.” 


Note that the “fine wearing qualities” of men’s shoes was re- 
garded by the gentleman commenting on the subject, as something 
of definite value. Shoes for men are classed as “‘fine wearing” when 
they can be proved as such by the stand-up quality of their sole 
leather. That is why it will pay you to express preference for Kistler 

BENCH BRAND” Sole Leather. The stand-up quality in this sole 
leather speaks impressively for itself. 


Ni CHART OF & SIDE 
OF SOLE LEATHER. 
KISTLER 
a ” - 


<S COME FROM 
PART COVERED BY 
OUR TRADE MARK 








WESTERN DEPARTMENT IN CHARGE OF BERTRAM URBAN. 1012 NORTH THIRD STREET, MILWAUKEE. WISCONSIN 
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HOLLYWOOD 


Pretty Virginia Dale, 
working in Paramount’s 
“Love Thy Neighbor,” 
took the theme of the pic- 
ture literally and so Mr. Gob- 
bler will stay a pet instead of 
going into the oven. 


Bob 


Hosiery to Complement Costume . . . 
Hope, Salesman . . . Shoeing Shoes for Wallace 


Beery . . . Plastic Shoes of the Stars . . . Bill 

Beyd’s Boots on Way to Prison . . . Ida Lupino’s 

Novel Slack Shoes . . . Big Bills for Hosiery . . . 
“Button-Shoe Bill” 


by h. r. t. 


IF Milo Anderson, Warner Bros. designer, has his way 
next Spring every girl will be wearing hosiery in exact 
match for her frocks and so nude sheer that it becomes 
genuine “leg art.” He suggests for Olivia de Havilland 
a black-lined frock, sheer black chiffon hosiery, red 
linen pumps and a bright red linen strawberry pinned 
to one lapel for her Palm Spring’s wear. For Anne 
Shirley, star of “Saturday’s Children,” a grey silk 
shantung with peg top skirt, sheer grey hosiery, navy 
gabardine pumps and a navy shantung postillion. 


BOB HOPE, who co-stars with Bing Crosby and 
Dorothy Lamour in Paramount’s “Road to Singapore” 
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FOOTNOTES 


tells me of how he once sold shoes in a Cleveland de- 
partment store when his vaudeville act folded up for 


the Summer. 
* * — 


WALLACE BEERY’S “character” shoes which have 
carried him through many a role, had to be shod like 
mule’s hoofs, in preparation for Beery’s role as a mule- 
skinner in M-G-M’s “Twenty Mule Team.” Metal plates 
were fastened to the soles of each shoe to protect Beery’s 
feet from the glass-like borax crystals which his twenty- 
mule team wagons hauled in the picture. The cutting 
edges of borax will slice leather to shreds in no time. 


* * * 


SHOES having plastic material are liked by Orry-Kelly. 
designer at Warner Bros. for sports, afternoon and 
evening wear. Miriam Hopkins has two pairs. Bright 
and transparent red glass platforms on black moiré 
pumps make up a clever pair which she is wearing with 
a black wool jersey evening gown. Linen moccasins 
polka-dotted in blue, have blue and white plastic soles 
and heels. These clever sports sandals perk up a white 

sharkskin play dress. 
Rosemary Lane has fndulged her. fetish for unusual 
[TURN TO PAGE 57, PLEASE 
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a Is For Pliability 


“ is for Kangaroo 


..-. and More Profits Too 


Dia you say pliability? KANGAROO puts a new meaning to the 

word. So gentle, so soft, so good on the foot, it is stronger by 17°%c, 
weight for weight, than the leather in any shoe you sell . . . it's longer 
wearing too. Easily shined to a highly glossed surface, it is especially 
suited to the present trend to brighter surfaces in men’s shoes. 
From any merchandising angle, KANGAROO is your greatest profit 
opportunity. Don't forget there is a place for shoes of KANGAROO 
leather in every store in America. Make it your most important 
Fall promotion. 


dR mes LEATHER COMPANY 
Uynthith RICHARD YOUNG COMPANY 
son /N LIEGEL EISMAN COMPANY 
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CAUSE 
and 


UNISHANK RESULT 


The UNIFORMITY in appearance and fitting qualities of shoes is materially 
aided by the use of UNISHANK insoles. The moulding of the three parts — 
insole, steel shank, and reinforcer — into a single unit, reflects the true 
design of the last and gives strength to the finished shoe without bulkiness. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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There’s Gold in American Neutrals 


[CONTINUED FROM PAGE 18] 


country sports shoes. If the Recorder 
had any doubts about this a few weeks 
ago the recent showings of leading shoe 
manufacturers in New York indicate 
how important this new trend may be. 
The real play shoes and resort shoes 
are in Palomino, pale banana and bis- 
cuit colors, and the light tones of natu- 
ral saddle leather. The casual shoes 
represented in an overwhelming num- 
ber of lines are in shades that duplicate 
actual saddle colors after they are sea- 
soned by sun and wear. There is a 
rich golden saddle shade the color of 
honey, another slightly darker and 
with an antiqued toning found in old 
gaucho and Spanish saddles and a 
darker antiqued saddle tone called tan- 
bark. (These latter three are also 
shown in handbags and gloves, for 
possible co-ordinations.) All of these 
colors are found in smooth calfskins 
and crushed goatskins and calfskins, 
and occasionally they are seen in re- 
versed leathers, augmenting the first 
sampling of heavier weight saddle 
leathers. 

Those tanners who have been expect- 
ing the return of beige shoes in 1941 
are probably right. But instead of mak- 


ing fine kidskins and suedes and calf- 
skins alone in beige tones, for the 
formal type daytime shoes of sixteen 
years ago, the tanners have produced 
these new saddle colors that represent 
a strong, virile American interpreta- 
tion of the neutral beige color range. 
These saddle colors are new American 
neutrals. They can be worn with any 
color costume and with black or white. 
They are especially smart with pale 
neutrals in costumes such as oatmeal 
and sand beiges. And shoes and hand- 
bags, or shoes and belts, or shoes and 
gloves, in matching saddle color, will 
bring the fresh new American accent 
colors into Spring fashion. They will 
probably open the Spring season for 
many shoe retailers. But they don’t 
belong in high-heeled dress type shoes. 

Rumor has had it that Argentine 
leather was being cut for many of the 
new casual shoes, but the Recorder is 
happy to report that the American tan- 
ners, acquainted for many decades with 
the processes of producing fine saddle 
leathers, have developed these same 
types in shoe leathers, with the char- 
acteristic coloring and surface texture 
of the real saddle leathers. 





Fall Windows 
[CONTINUED FROM PAGE 16] 


a Fifth Avenue promotion, but every 
community, large or small, has events 
of local importance that can thus be 
made subjects for interesting window 
backgrounds and advertising tie-ups. 
The other two displays, by Nord- 
strom’s, Seattle, and Senack Shoe Co.. 
Louisville, were practical selling win- 
dows, dramatizing the names of fea- 
tured brands. Windows of this class 
can be planned to serve two purposes, 
namely to familiarize the public with 
the names of the. lines thereby increas- 


ing their acceptance, and. to present the. 


newest styles. 


U. S. Shoe Exports 
Gain—Imports Slow 


WASHINGTON, D. C.—United States 
exports of shoes in September, amount- 
ing to 240,548 pairs valued at $399,207, 
were the highest for any month of the 
year except February, the Leather and 
Rubber Division, Commerce Depart- 
ment, reported today. 

Imports in September, amounting to 
only 179,759 pairs valued at $114,228, 
continued at the low levels of recent 
months. This was a marked decrease 
from the 311,023 pairs valued at $118,- 
596 imported in September, 1939, 
whereas exports were only slightly less 
than the 260,349 pairs valued at $415,- 
151 sold abroad in September a year 


Slippers and moccasins were the only 


types of seven classes shown separately 
in official import returns to record an 
increase in September. Imports were 
only 542 pairs more than in August, 
the smallest importation month in sev- 
eral years. 

September arrivals brought total im- 
ports of footwear for the first nine 
months of the year to 2,164,360 pairs 
valued at $1,007,874 compared with 
4,116,253 pairs valued at $2,314,444 for 
the first nine months of 1939. 

September exports brought the total 
for the first nine months of 1940 to 
1,939,922 pairs valued at $3,470,431 
against 2,165,822 pairs valued at $3,- 
865,406 in the corresponding period of 
1939. 

Average price of footwear imported 
in September was 64 cents per pair 
compared with 38 cents per pair in 
September, 1939. The average price for 
the nine months of the current year was 
47 cents per pair against 56 cents per 
pair a year ago. 

Exports averaged $1.66 per pair for 
September, 1940, against $1.55 per pair 
in September, 1939, while for the nine 
months of the current year, the export 
average was but little changed from 
the price in the same period a year ago, 
$1.78 and $1.77 per pair, respectively. 


Wedding Bells 


SAVANNAH, Ga.—Albert Kiley, man- 
ager of the Globe Shoe Co. second floor 
department, here, was married re- 
cently to Miss Jessie Smith, of that 
city. After a short wedding trip to 
Florida, they returned to Savannah. 


(39) 

















MEN WANTED 


EXCLUSIVE 
HEALTH SPOT SHOE SHOPS 


Here is a wonderful opportunity 
for top-notch men who have the 
right kind of experience and 
ability to conduct a successful 
retail business. 


A central organization directs 
operations according to sound 
practised methods of stock con- 
trol, budget control and mer- 
chandising. 


The right man who can give an 
intelligent presentation and fol- 
low through with a careful, 
accurate fitting, develops a fine 
following of satisfied customers. 


Profits increase as the store's 
volume continues to grow due to 
old customers coming back and 
new customers. being sold 
through recommendations of sat- 
isfied wearers. 


The foundation of this success is 
Health Spot Shoes, combined 
with the proper ability to under- 
stand individual customer prob- 
lems. 


Are YOU 
the man 
we are 
looking 
for? 


Do you have orthopedic shoe 
selling experience? A thorough 
knowledge of shoe fitting? A 
pleasing personality? Are you 
ambitious? Are you willing to 
work hard? 


Send for an application blank 
today! YOU may be selected. 


HEALTH SPOT SHOE SHOPS, Inc. 
Industrial Avenue 
DANVILLE, ILLINOIS 
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Fall Promotion Important in 
. Rural Areas 


Fort Atkinson, Wis.—Fall promotion is of particu- 
lar importance to the shoe dealer in the rural area since 
it is very often the season that finds the farmer with 
the most ready cash. 

One of the most striking Autumn and early Winter 
promotions conducted by merchants in a farming com- 
munity are the milking and plowing contests staged here 
in October during the past three years. 

The first two annual affairs were conducted on just 
one day—a Thursday. So popular have the events 
grown, however, that they now run Thursday and Fri- 
day. Merchants like the affair, which concludes with a 
harvest ball in the municipal building, because it gives 
them an opportunity to fraternize with their rural 
neighbors. 

The event is sponsored by the Future Farmers of 
America and has the full cooperation of the Fort Atkin- 
son Junior Chamber of Commerce and the Lion and 
Rotary clubs. The program is planned by agricultural 
instructors and because of its educational nature draws 
in the neighborhood of 3000 persons, which is about 
half Fort Atkinson’s population. 

Merchants mingle with the farmers in such events 
as a business men’s harness and milking contests. In 
addition to active participation in such contests, Erwin 
Beckman, shoe merchant, was a runnerup in the milk- 
ing contest—they provide cash prizes totaling about 
$150 for winners in plowing, horse age telling and horse 
racing contests as well as a colt show. 

These events are held on a farm about a mile outside 
of the city and merchants provide posters publicizing 
the program and naming the prizes for each event. Last 
year, for the first time, the merchants also turned over 
their windows to the display of prize crops. 

Entries poured into nineteen local stores from all 
corners of the county with as many as 109 entries being 
made in one store. Participating, besides Beckman’s 
Shoe Store, were Conlin’s Shoe Store and J. C. Penney 
Co., Inc. 

This type of rural promotion has not been confined 
to the smaller Wisconsin cities, however. In Janesville, 
which has a population of over 21,000, the local civic 
and industrial council conducted a Harvest Festival on 
a Thursday and Friday in October last year with $192 
awarded in cash prizes for best exhibits of farm and 
home products. 

Afternoon and evening programs on the two days 
included a ladies’ corn-husking contest in front of the 
old post office, tallest man and husband-calling contests, 
largest family and hog-calling contests, oldest man con- 
test and a quiz contest between teams of farmers and 
Janesville business men, five men on each team, in the 
local armory. Prizes were also awarded for couples 
married the longest and the finale was a free harvest 
[TURN TO PAGE 46, PLEASE] 
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They Said at the Shows 


[CONTINUED FROM PAGE 33] 


more pumps will be the note in the $6.95 line. Softex- 
calf in blacks, antiques, blues, saddle calf. Casuals are 
tremendously on the increase; low-heeled, rocker-heeled, 
scooped wedges; 21/8 and 17/8 are about even in de- 
mand in the dressier types. Bows, some lacing; com- 
binations not as good as plain; almost everything 
Lastexed—these sum up the trends in Miss Black’s 
estimation. 

E. H. STRASSBERGER, president of the company of 
the same name, looks for better business about the first 
of the year. For resort wear every pastel shade will be good 
and plastics will be prominent. The clear will be the 
big item in the $15.50 to $25 bracket, with rhinestones, 
topaz, gold and silver combinations. Plastics, to be 
properly handled have to be made with tapings and 
bindings—then the sales are successful. It is so lovely 
that it is readily sold, and not only orders, but reorders 
are rolling in. He also expects a big business in plastics 
for street shoes, as the buyers are responding to pretty, 
feminine types. In the evening shoes he is showing 
12/8 to 22, with the 22 height the most popular. 

C. E. GOODRICH, of the Vitality Shoe Co., St. Louis, 
is finding a generous sale of crushed kids, gabardines, 
calf-skins and saddle-leather at the present time to retail 
at $6.75. Elasticized pumps and step-ins in black, blue, 
all brown shades from 20/8 down with 17/8 being the 
volume seller. The group of casual shoes has been among 
the best sellers, featuring white and high colors with 
saddle-leather the most outstanding. He feels that the 
trade has accepted the early frontier and Indian interest 
with fringe, etc., so they had an authentic cowboy 
design especially made in Phoenix for them; nail- 
studded around the platform and tongue it boasts an 
embossed pattern, and he expects it to do unusually well 
straight through the Summer. 

CHARLES FOX, Zuckerman and Fox, Inc., sees an 
increase in business, particularly in the evening shoe 
line, Flats are much in demand, however, but broken 
by patterns in the vamp and trimming to make the foot 
look smaller. The women of today are demanding flats 
which look attractive as well as support the foot, and 
the manufacturer of casuals must see to it that these 
customer demands are kept to the forefront of his mind 
when he styles his line. 

M. GINGOLD, Elias Shoe Co., New York City, thinks 
that the casual shoe is definitely the biggest shoe for 
Spring. Elasticized casuals, open-toed, in black, brown, 
will lead for Spring, while pastels will sell for Summer. 
By Summer he expects 90 per cent of his business to be 
in casual types. 

R. H. MENIG, American Girl Shoe Co., Marlborough, 
Mass., sees a definite trend toward the casual types, 
while elasticized shoes are big as ever. Shirred materials, 
kid and patent-leather, are a definite trend in the $5 
lines. Heels 11/8 to 14/8, with volume at 12/8. A 
limited Indian influence with the emphasis laid on the 
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military trend—but don’t overlook the Puritan or Old 
Colonial as it comes along, either. 

S. M. Mi OMERY, Carmo Shoe Co., St. Louis, 
says that Ped in sales for December and January 
delivery frotm his line has been toward gabardine and 
few crushed kids. A sprinkling of brown and blue has 
appeared among the black demands. Easy-fitting elasti- 
cized step-ins with 17/8 heels predominate. White is tops 
so far for Flordia, with some light beiges and light 
blues. Spectator types decidedly to the fore. A fair 
amount of saddle-leathers to retail at $5 or $6.50; some 
patent pumps; gabardine with snake-trim in pumps and 
spectator types. Open toes for late Winter, next Spring 
and Summer with combinations leading for Spring. 

LOUIS GOLDSTEIN, of Julius Goldstein and Sons 
Co., Boston, feels that there’s a definite trend toward 
the casual shoe. Having gone through the experimental 
stage he thinks this type of footwear now occupies the 
place of a style which has come to stay. Soles, for ex- 
ample, are now a little heavier than formerly so they 
can be used for general knock-about wear. He thinks 
there is a definite demand which is evidenced by lower- 
price bracket acceptance which automatically means 


public approval. Browns, antique finish, are the out- | 


standing shades, with color combinations of brown and 


white, peach and white, and all white for Summer wear | 


coming into prominence. Perforations are a little larger, 
toes a little broader and a great deal of pinking being 
strong trends. A peach buck with brown tip and foxing 
antiqued, he considers far superior to the brown and 
white combination and expects it to supplant the latter 
before the season is over. 

R. G. ROSENBERG, Roger Bros. Shoe Co., Boston, 
feels that squaretoes are coming to the fore. Saddle-tan, 
cowboy shoe influence, embossed shoes, dressmaker 
types in pumps, gold and silver overlaid on vamps—all 
are important straws in the Spring picture. The whole- 
salers feel that casuals won’t cut into their regular vol- 
umes but merely be an extra shoe, and in the long run 
this year will see 50 per cent more business done, as a 
result. Further, more higher-priced shoes than ever be- 
fore will be sold, they are confident. 


Bond’s Opens New Miami Store 


Miami, FLa.—Bond’s is a new shop opening at 33 E. 
Flagler Street, and will offer ladies’ shoes, hose and 
handbags in the popular price line. The business is 
owned by Moss Brothers of West Palm Beach, who have 
operated a similar store there for 15 years. 

The store room is only about 12 feet wide and ex- 
tends the length of the building. A color scheme of 
coral and gold has been used, and seats are of the divan 
type along one wall. The upholstering is in coral leather 
and the floor covering is coral and gold. Light wood 
counters and cases are used, with fluorescent lighting 
throughout. Ben Silverman, for 10 years with Butler’s 
in Chattanooga, and more recently in the shoe business 
in Winston Salem, is manager. 








KING LUD 
KL 12 


SUGGESTED 
RETAIL PRICE 


Z $4450 


STYLE SALUTES 
THE MILITARY TREND 


Edwin Clapp craftsmanship—famous for 87 years— 
gives authentic interpretation to the new military 
influence. Style KL-12, of Tan Norwegian, English 
Calf lined, is top-ranking quality to the last detail. 
It will command the admiration of your best custom- 
ers, and render distinguished service . . . In Stock. 
$6.50 at the factory. 


Sawin Clyy SHOES 


Edwin Clapp & Son, Inc., East Weymouth, Massachu- 
setts. For 87 years, one of the greatest names in 
American shoemaking. Inquiries from retailers invited. 
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AIRS 


Hard usage, soakings, strains, sudden changes of 
temperature, make strenuous demands on the box toes 
of sport boots and work shoes. 

In Celastic Box Toes, manufacturers and retailers have 
found a product which successfully meets these un- 
usual demands for toughness, strength and form- 


retaining ability.* 


Even the heaviest Celastic Box Toes are easily worked 
and give accurate reproductions of the toe shape of 


the last. 


Celastic Double Box Toe... 
Two full-size cut boxes made into 
the toe of the shoe. Adds extra 
bulk and strength to entire toe. 


a a me 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 


Celastic Composited Box Toe... 
A single box toe of Celastic material 
to which q reenforcing piece of 
Celastic has been adhered. Adds 


_ strength and bulk in the reenforced 


part of the toe. 


——— 
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Sales Show Demand for Better Grades 


Increasing Tendency to Trade-Up Noted by Philadelphia Mer- 
chants—Accessory Tie-Ups Have Favorable Reception 


PHILADELPHIA, Pa.—Shoe merchants 
here report business volume consider- 
ably better than last year’s for the 
October and early November period, 
with a definite trading-up tendency 
noted in several of the stores. Color 
continues to be the most important 
single selling point, tie-ups with other 
women’s wear accessories getting best: 
results. The evening slipper season 
was generally slow in gaining momen- 
tum, although several of the shoe stores 
and specialty shops featured them in 
window displays. 

Dalsimer’s are doing an unusually 
large, volume on low heels this Fall, so 
much so that Murray Rolfe, buyer for 
this store, finds that 65 per cent of 
women’s shoe operation is in low heels. 
Evidence for this is the current win- 
dow display, which puts the spotlight 
on low and medium sized heels in every- 
thing from street shoes to evening slip- 
pers. Women have long been waiting 
for styling in the low heeled class, and 
now that it has come, they are taking 
advantage of it. Mr. Rolfe was par- 
ticularly pleased with the success of 
“Vox Pop,” which literally walked out 
of the store. 

Alligator in general is enjoying 
steady popularity, sharing honors with 
antique calf, both being advertised 
freely this Fall. Coordination of detail 
in the antique shoe—the square toe, 
harness stitching and tailored orna- 
ment—proved to be a strong selling 
point. Signs for Spring point to crushed 
leathers digging into patent and ga- 
bardine volume, with play shoes and 
stroller types carrying straight through. 
New addition to this store’s stock is 
an amber plastic pump, which is taking 
hold nicely. In evening shoes, consider- 
able interest was shown already in the 


new display on the main floor, featuring 
the scooped wedgie “Puff-Teez” em- 
broidered in Napoleonic style. 

Blum’s shoe department reported 
genuine alligator selling better than 
ever, with interest spurred by its ap- 
pearance in every one of this store’s 
windows, in a “Follow the Pigskin” 
series. Jonas B. Goldman, shoe buyer, 
calls alligator a nine months of the 
year seller, with no markdowns ever 
necessary. Smooth leathers, also, are 
moving well, several reorders being 
taken on calfskins. Price pick-up has 
been particularly noticeable in this 
store, with many women moving up from 
$8 or $9 to the $12 or $15 class. Eve- 
ning shoes began earlier here than in 
most Philadelphia stores, selling well 
both this month and last, especially in 
gold with a militaristic note. Plastic in 
combination with gold has also proved 
popular. 

Mr. Goldman expects that all shoes 
for Spring as well.as resort wear, will 
be rich in color, with red leading. This 
store stocked one resort shoe in nine 
colors, and all are selling. 

I. Miller had unusually good success 
with their Victorian Bronze pump, 
which was promoted in newspaper ad- 
vertising this month. S. E. Silver, store 
manager, noted that shoe sales are be- 
coming more a part of accessory sales, 
with gloves, handbags and hosiery all 
playing a part. In fact, several shoe 
sales were lost when the supply of 
bronze bags had temporarily given out. 
Window displays entitled, “Ac essory 
Affinities” bear out this trend. Alli- 
gator, which was tremendous in Sep- 
tember and October, is carrying straight 
through November, with brown the best 
color, while lizard is best in black. Calf 

[TURN TO PAGE 44, PLEASE] 


Francis Rice, Jr., 
Appointed Hide Buyer 


Boston, Mass.—Francis Y. Rice, Jr., 
who has been in charge of sales in the 
Ohio territory for the American Hide 
and Leather Company, will assume the 
duties of hide and skin buyer as soon 
as arrangements can be made to cover 
that territory; and George Fox, who 
has had many years of experience in 
the buying department, will become 
assistant buyer. 

Mr. Rice has had a wide experience 
in the leather business. He started out 
as a leather chemist in the sole leather 
laboratory of the Continental Leathe: 
Company at Philadelphia in 1922. Late: 
he became a foreman in the plant and 
in 1928 he was made assistant superin- 
tendent and later superintendent of the 
American Hide and Leather Company’s 
bag, case and strap tannery at Cur- 
wensville. When that tannery was 
closed, he moved to Ballston Spa, where 
for two years he was in charge of the 
production of side leather. Subse- 
quently he became a leather salesman 
and handled the company’s line’ in Cin- 
cinnati. 

Paul Weil, who for many years has 
been the hide and skin buyer for the 
American Hide and Leather Company, 
will relinquish part of his duties in the 
near future. He has been with the com- 
pany for nearly 42 years and will re- 
main in the Boston office in a consult- 
ing capacity until Summer, when he 
probably will retire. 


Davis Covers 
Chicago Territory 


Cnicaco, Itt.—Ben Davis, formerly 
with Friedman-Shelby Shoe Company, 
is now covering the city of Chicago 
with the women’s lines of Brown Shoe 
Co. 

Syd Armstrong is covering the same 
territory with the firm’s children’s and 
growing girls’ shoes. 
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Novel Window Tells Plastic Story 


Detroit, Mich—The background of plastic shoe material was told in this “test 
tube” display by the new Saks-Fifth Avenue store in the New Center Building, 


here, recently. 


In the recessed background is demonstrated the ingredients and 


methods used to produce this material in this “fantasia” set-up of glass tubing 


and utensils. 


In the foreground are displayed shoes illustrating the various ways 


in which the plastic is used. 





Sales Show Demand 
For Better Grades 


[CONTINUED FROM PAGE 43] 


is seeing more business than in pre- 
vious years, the new soft glove calfskins 
threatening to hurt patent sales. Color 
antique continues in popularity and is 
helping the general calf picture, carry- 
ing black along with it. 

In the department stores, Gimbel’s 
and Strawbridge’s advertised shoes 
most extensively this month. Plastic 
trimmed shoes are being featured at 
Gimbel’s along with antique and bronze. 
This store finds genuine alligator doing 
fully as well as alligator grain, with 
customers no longer price-conscious. 
Gift slippers are given prominent dis- 
play space in the center aisle, and the 
new “Alaska Line” of handmades is 
arousing much interest. 

Strawbridge’s concentrated on eve- 
ning shoes in their displays for the 
early part of November, giving them 
center location in one of the main win- 
dows. Department finds $4 and $5 the 
most active prices, even with women 
who spend anywhere from $12 to $15 
for regular shoes. Plastics are selling 
here, not by specific request, but on be- 
ing shown in a particular style which 
the customer has requested. 


Covers U. S. with English Line 


New Yorxk—S. May, recently arrived 
in this country from England, will 


cover the United States and Canada 
with a line of men’s shoes made by Wil- 
son & Watson, Ltd., of Kettering, 
Northampton. He is carrying in addi- 
tion a line of children’s crepe soled san- 
dals, made in Lancashire, England. 

Making his headquarters at the Hotel 
Collingwood, this city, Mr. May plans 
on leaving shortly for an extensive sell- 
ing trip throughout this country. 


W. A. Stahl Joins 
LaValle Sales Staff 


New York—wW. Albertson Stahl is a 
recent newcomer to the selling force 
of LaValle, Inc., and will cover the cen- 
tral states and the Southwest for that 
firm, making his headquarters at the 
company’s showrooms at 632 Broadway, 
this city. 

Prior to his new connection, Mr. 
Stahl was with Newton-Elkin for three 
and a half years as style man, covering 
the West Coast and the South, and be- 
fore that was with Laird-Schober. 


Dividends Voted by 
St. Louis Firms 


Str. Louis, Mo.—The board of direc- 
tors of International Shoe Co. declared 
an extra dividend of 25 cents a share 
on the common stock, payable Novem- 
ber 28 to stockholders of record No- 
vember 18. This makes a total of $1.75 


a share paid or declared this year; the 
same as last year. 

Brown Shoe Co., Inc., voted a regular 
quarterly dividend of 50 cents a share 
on the common stock, payable Dec. 2 to 
stock of Nov. 20. 


Open Types Good 
In Formal Fashions 


Cuicaco, ILL. — Formal footwear 
made its début for the current Fall and 
Winter season in Chicago on Nov. 2 
at the opening of the Chicago Civic 
Opera Co. which also annually signal- 
izes launching of the local formal sea- 
son. This year’s opening lacked none 
of pomp and circumstance of other 
years with a profusion of beautiful 
gowns and elegant furs in the audience. 

Prior to the opera opening, formal 
footwear, along with other attire, was 
the subject of special promotion. All 
State Street stores carried windows 
showing the current trends in gowns 
and their related accessories. Both in 
advance showings and on the feet of the 
women attending the opening perform- 
ance, gold appeared to dominate formal 
shoes both in all-over effects and in 
trim. Very open effect sandals, those 
made up of many tiny straps with open 
toes and heels, were highly in favor. 
Glass-like plastic continues in popular- 
ity and there were a number of shoes 
in this material, studded with colored 
stones and with gold or silver heels 
and trim. Velvet also appeared to be 
popular in evening shoes with rhine- 
stone and brilliant embroidery as trim. 
These also were in open work sandals 
and sling type pumps. In fact, the 
majority of the shoes in the formal pic- 
ture showed a decided preference for 
the open or “nude” foot effect. Of 
course, there was also the usual num- 
ber of the traditional gold and silver 
mesh, black and white satin, and plain 
silver and gold; kidskin slippers and 
pumps. 

There has been a very definite de- 
mand for bright colored slippers due 
to the trend toward gaiety in gowns. 
It was noted that there were fewer 
black gowns than in other years, these 
being supplanted either by all white 
ensembles or by bright colors. Reds, 
in every shade, scarlet, plum, deep 
purple, blues, gold and bright pastels 
appeared frequently. 


N. Y. State Retailers Plan 
Mid-Winter Meeting 

Rochester, N. Y.—Ernest R. Park, 
president of the New York State Shoe 
Retailers’ Association, announces that 
a mid-Winter meeting of the association 
will be held shortly after the National 
Shoe Fair at Chicago, January 6-9. 

The date for the state meeting will 
be announced later, and all shoe re- 
tailers, traveling salesmen and shoe 
manufacturers will be invited to at- 
tend, whether they are members of the 
association or not. 
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David Wohl Establishes 
Charitable Fund 


St. Louis, Mo.—David P. Wohl, presi- 
dent of The Wohl Shoe Company, re- 
cently established a foundation which 
will provide an income for charities and 
educational purposes in the amount of 
approximately $50,000 per year. Al- 
though the amount was not disclosed, it 
is generally understood that it will ex- 
ceed $1,000,000. 

Isidor Loeb, Dean Emeritus of the 
School of Business and Public Admin- 
istration of Washington University, St. 
Louis, has been named director of the 
foundation. It is to be known as the 
Wohl Foundation. Other directors are 
to be named later. Mr. Wohl stipulated 
that the annual income from the fund 
is to be distributed to charities without 
regard to race or creed. 

Mr. Wohl has long been active in St. 
Louis charitable and community pro- 
grams. A few years ago he was in- 
strumental in the purchase of a summer 
camp for the Y.M.H.A. and Y.W.H.A. 
He has been a director of the Henry L. 
Wolfner Memorial for the Blind, a di- 
rector of the Neighborhood Association, 
Boy Scouts, United Charities, Jewish 
Welfare Fund, American-Jewish Joint 
Distribution Committee. 

In 1931, the Wohl Shoe Company was 
one of the St. Louis business interests 
subscribing to a two million dollar fund 
to guarantee the First National Bank 
against loss in taking over the assets 
and liabilities of the Franklin-American 
Trust Company. At a subsequent hear- 
ing Mr. Wohl testified that this fund 
was put up to prevent a run, which 
would have had a disastrous effect on 
business in general and on various in- 
dividual concerns. 

At the time of the announcement of 
the foundation, the St. Louis Post-Dis- 
patch stated, “A bright spot in the pro- 
longed run of somber news is the action 
of David P. Wohl in setting up a fund 
reported to total $1,000,000, for char- 
itable and educational purposes. And 
not the least refreshing element in this 
development is the fact that Mr. Wohl 
had hoped to keep his plan secret, that 
he preferred not to discuss his generous 
undertaking when it did come to 
light, and referred inquiries to Dean 
Isidor Loeb, who is to be a trustee of 
the new foundation. 

“It is an admirable sign of social 
consciousness when a wealthy man 
makes so substantial a gift for the 
benefit of society. There are many fine 
charitable and educational causes in the 
St. Louis area which need more funds 
for the development of their possibili- 
ties. No matter which of these receives 
added support as a result of Mr. Wohl’s 
generosity, the entire community will 
be his debtor.” 


Mexican Theme Important 
In Play Shoes 


New YorK—Aided by the current ac- 
cent on things Pan-American, the Mexi- 








ASUPER-ATTRACTION 


ANNOUNCING 


STARRING 


Introducing a Brilliant 
New Stor... Modern Miss 
‘Tween-Time Footwear co- 
starred with . . . Famous 
Modern Miss Sport Shoes... 
Lovely Modern Miss Dress 
Shoes 
A complete and snappy line of 
Modern Miss hits for spring is 


now making its appearance 
throughout the country. 
Sport Shoes ......... $4.00 
' Dress Shoes ..... $4and$5 
"Tween-Time Shoes .$4 and $5 


Backed by advertising in Mademoiselle, 
Life and Picture Play Magazines Plus 
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Dealer Helps. 
Modern Miss 
Sport Hit “Swag-about” 


Write to have salesman call, 


HUTH & JAMES SHOE CO. 
MILWAUKEE 





can huarache again forges ahead in 
previews for the year 1941. Its native 
handicraft appearance, “saddle” colors, 
thick, soft, pliable leathers add an ap- 
pearance of smartness to the maximum 
of comfort. Huaraches embody all of 
the new season’s outstanding style qual- 
ifications as sponsored by leading styl- 
ists, and march forward to a well-de- 
served and ever-increasing popularity. 

In Florida, all hands are getting 
ready for the big annual influx from the 
North. Huaraches, however, are being 
bought early because the permanent 
population in the South has become con- 
vinced of the exceptional suitability for 
southern sports wear. 


New Tabloid Size Shoe Store 


CepaR Rapiws, IlowaA—A new eight- 
foot-wide men’s shoe store is being oper- 
ated by Higbee’s here in connection 
with the firm’s main store. 

Named the “Shoe Box,” the eight- 
foot shop has an off-center entrance 
which affords room for a cross corner 
display window. On the opposite side 
of the entrance is an oblong mirror in 
which the entrance-way is reflected giv- 
ing it the appearance of being twice its 
actual size. 

The store is slightly over thirty feet 
long and has racks which hold 1000 
pairs of shoes. 











WORLD FAMOUS 


ENGLISH SHOES 


-Manfield 


NOW CARRIED IN STOCK IN U. S. A. 
HERE IS ONE OF MANY STYLES 












Full Wing Tip Stocked in 
Brogues, with widths Stes 
double soles. On A—8-12 
the famous 119 B—7-12 
Last—British Tan C412 
Calf. 

D—46-12 


Write for Catalog 
DISTRIBUTING DEPOT FOR U. S. A. 


MANFIELD & SONS 


325 ARCH ST. PHILADELPHIA, PENNA. 
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Fall Promotion Important 
in Rural Areas 


[CONTINUED FROM PAGE 40] 


festival dance for all rural residents of the area to the 
music of a 10-piece band. 

Prizes of $3, $2 and $1 in each classification were 
awarded for the largest pumpkin by Sid Weber; the 
best apple pie by J. C. Penney Co.; best pumpkin pie 
and handmade rug by R. M. Bostwick & Son; best 
homemade quilt, Sears, Roebuck & Co., and best mo- 
lasses cookies, Golden Eagle. All are shoe dealers. 

Merchants in both cities were greatly gratified with 
the results of their efforts to knit together the life of the 
rural people of their respective areas and the resultant 
business which obtained from this type of promotion. 





Feiges’ Completes Remodeling 
Program 


Racine, Wis.—Feiges’, Inc., 410-412 Main St., 
women’s and men’s apparel shop, has completed a re- 
modeling program with new furnishings and fixtures 
installed throughout the three-story building. The down- 
stairs sales floor offers an attractive shoe department, 
which is managed by Sol Lee. Mr. and Mrs. Herman 
Feiges founded the firm 40 years ago and it has operated 
continuously in the 400 block ever since. 






















125 Firms Expected at Charlotte Show 









CHARLOTTE, N. C.—Crisp Fall 
weather and heavy business activity in 
this section are putting pep into plans 
for the sixth semi-annual Charlotte 
Shoe Show, here, January 12, 13 and 14. 
Show Manager Al Bechtold expects 
fully 125 firms to exhibit their products 
at the Winter show, which will be held 
at the Charlotte and Selwyn hotels. 

The July Shoe Show attracted ap- 
proximately 100 firms with a total of 
780 buyers. Judging from _ interest 
shown at this early date, there will be 
far more buyers, as there .have been 
reports from those who did not attend 
the Summer event that they will be 
here. Mr. Bechtold said that there will 
be about 35 lines of ready-to-wear in 
addition to the shoe lines. 

The semi-annual shows are sponsored 
by the Charlotte Chamber of Com- 
merce, of which Clarence O. Kuester is 
general manager and Mr. Bechtold is 
assistant business manager. Also by 
the Charlotte Shoe Travelers’ Associa- 
tion. Jack Croner is president of the 
group; C. A. Daniels, vice-president; 
C. W. Smith, secretary, and Al Bech- 
told, treasurer and show manager. 


























Management Looks for Good Increase in Number of Exhibi- 
tors at Sixth Semi-Annual Showing January 12-14 


Indications are that there will be 
buyers here from Florida, Alabama, 
Georgia, South Carolina, North Caro- 
lina, Tennessee, Kentucky, Virginia, 
West Virginia and Mississippi—ten 
states in all—to see the displays and 
exhibits of shoe manufacturers and 
jobbers. 

The exhibitors are expe-ted to have 
many new lines that will find ready 
sales in view of bettered business con- 
ditions in general over the South. The 
defense program and improved general 
conditions have already made for a 
healthy upswing in buying. 

Mr. Bechtold announced that there 
will be an elaborate stage show and a 
dance at Hotel Charlotte on the night 
of Monday, January 13, for visitors. 
The entertainments in the past have 
been suecessful and the management 
intends to make this part of the show 
better than in previous years. 

Since the Shoe Show was started in 
1938 the semi-annual sales events have 
been gathering momentum and have 
proved of great help to both manufac- 
turers and jobbers and to the retail 
buyers in this section of the country. 





California Shoes Adds 
to Sales Staff 


Los ANGELES, CALIF.—Two additional 
salesmen have been added by California 
Shoes, Ltd., according to sales manager 
G. A. Berglund. W. A. Bauman, a 
native Texan, who until recently worked 
with General Shoe Corporation in Cali- 
fornia, is returning to Texas and will 
have the line in Texas, Oklahoma, Ar- 
kansas and Louisiana. The Central 
States with headquarters in Cincinnati 
will be covered by Walter J. Feder, who 
will carry California Shoes, along with 
his own Feder-Gregg line. 

The Spring line of sport and play 
shoes as developed by general manager 
George M. Shanklin is said to be by 
far the longest and strongest line ever 
presented by this concern. There are 
many Southern Californian types and 
styles which have been accepted by 
buyers in both the Los Angeles and the 
New York market showings. 


Evans Named Shoe Manager 


EVANSTON, Itt.—I. S. Evans, former 
manager of Barron’s store in Madison, 
Wis., has been appointed manager of 
the main floor shoe salon at Lord’s De- 
partment store, here. Mr. Evans served 
as manager of the store in Madison for 
the last five years. 
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Defense Expansion Anticipates 
Rising Consumer Market 


Los ANGELES, CALIF.—The expansion 
of Southern California business under 
the forced draft of defense activities is 
accelerating in pace and spreading in 
scope, reports the Security-First Na- 
tional Bank of Los Angeles. Reports 
are extremely favorable, not only for 
the defense industries, but also for 
other important lines, including com- 
mercial and residential building and 
many consumers’ goods. 

Business developments of the past 
month were predominantly on the side 
of expansion and included (1) passage 
of the $1,000,000,000 mark in unfilled 
orders held by local aircraft companies, 
(2) important enlargement of the local 
shipbuilding program, (3) a new high 
level for commercial and residential 
construction, seasonal factors consid- 
ered, (4) strong public demand for 1941 
model automobiles, (5) further in- 
creases lifting activity at steel mills 
and steel fabricating shops to near ca- 
pacity levels, (6) orders for record 
quantities of locally manufactured fur- 
niture, (7) a new all-time high in de- 
mand deposits in Los Angeles banks, 
and (8) a pronounced rise in bank 
debits in Los Angeles and surrounding 
cities. 

The net result of these influences 

upon this bank’s index of Southern 
California business has been a sharp 
rise to a new recovery high. Major air- 
plane companies in Los Angeles County 
already have plans calling for approxi- 
mately 45,000 new workers, doubling 
their present employment within a 
year. 
The implications of the present em- 
ployment outlook are far-reaching. 
Merchants anticipate a good market for 
moderate-cost consumers’ goods of all 
types. 


Road Men Meet in St. Louis 


St. Louis, Mo.—Blue Ribbon Shoe- 
makers, a branch of Brown Shoe Com- 
pany, recently held their semi-annual 
sales convention at headquarters, here. 
Division Manager A. C. Fleener, was 
general chairman. 

C. R. Gamble, vice-president of 
Brown Shoe Company, welcomed the 
road men and emphasized the sales op- 
portunities for 1941. An interesting 
highlight of the gathering was an en- 
thusiastic talk by Paul M. Seigel of 
O’Connor & Goldberg, Chicago, who 
gave the salesmen the benefit of his 
company’s experience with Naturalizer 
shoes. 

The Blue Ribbon advertising program 
for next season was outlined by A. G. 
White, advertising manager of Brown 
Shoe Company, and N. W. LeVally of 
the Leo Burnett Advertising Agency, 
Chicago. A bit of showmanship was 
used in dramatizing one of the Blue 
Ribbon forthcoming advertisements fea- 
_ turing a line of softies or casuals. The 


Mrispenal rf 
FOOT REST 


SHOE 








ad carries a full-color picture of a 
white Persian cat lying on a bright red 
cushion. That same cat in actual life 
was right there on his cushion before 
the salesmen, wholly indifferent to the 
fact that he was being used to convey 
any such idea as softness. 


New Men’s Store 


New YorkK—A new men’s shoe store, 
featuring the Wright Arch Preserver 
line, has recently been opened at 14 
Vanderbilt Avenue, between 42nd and 
48rd Streets, here, by L. Kirsch, H. 
Robins and George Notice, three part- 
ners who operate another store of the 
same type at 141 East 62nd Street. 


Hidden in every 
Foot Rest Shoe are 
the famous Four- 
Spot Comfort fea- 


tures, but their re- 


sults enhance rather than detract from 


last-minute styling. Foot Rests repeat for 


profit. Send: for folder showing new stock 


shoes for late fall and early spring. 


All with the new 


VERIFLEXIBLE PROCESS 


The most flexible soles we’ve ever built. Same 
weight leather insole and outsole. The proc- 
ess that makes the difference! Worthy addi- 
tion to famous Four-Spot Comfort features. 


Nationally Advertised to Retail at $6°° to $6” Slightly Higher Denver West 


THE KRIPPENDORF-DITTMANN COMPANY, CINCINNATI, O. 
NEW YORK SHOWROOM: MARBRIDGE BUILDING 


The new store, though small in size, 
is plainly and attractively designed for 
its men customers. Fronting on a busy 
street, it is adjacent to numerous busi- 
ness offices, making it a convenient spot 
for noon-hour shoppers. 

Mr. Kirsch was manager of the Selby 
store at 9 East 37th Street before he 
joined with Messrs. Robins and Notice 
in their own retail shoe venture. Mr. 
Robins was also connected with the 
Selby store and Mr. Notice was with 
the women’s department at James Mc- 
Creery & Co., New York. 

The partners plan to open a group 
of these small stores, advantageously 
located throughout the city as their 
business grows. 
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—Aairy bieekle he tomes 


There is a big story behind the display opportu- 
nity Fairy Ankle-Hi Forms offer you. The wide variety of 
styles, sizes and heel heights, together with the almost 
unlimited range of colors and pearlescent effects, enables 










you to present your shoe and slipper styles with an irre- 
sistible glamour and allure. 

Fairy Forms are an exceptional value for their 
perfect “forming” feature, but when you add to this the 
appealing and eye-catching color effects that can be cre- 
ated, they really become a “must” item for every shoe 
display—whether in show windows, on counters, in show 
cases, or in shallow wall cubicles. 

The whole story of Fairy Ankle-Hi Forms is con- 
tained in this beautiful, colorful folder. If you have not 
received your copy, write today and let us send you one. 
It can show you the way to greatly increased shoe sales. 











SHOE FORM CO. Inc. AUBURN, N. Y. 
=" _—_—_=_=_—=_BMa|>_—_—__—X—— 
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College Students Check 
Style Trends 


New ORLEANS, La.—Biggest leaders 
in men’s footwear styles for Winter and 
early Spring, says Samuel Epstein, 
men’s shoe buyer for the Imperial Shoe 
Store here, are brogues in heavier and 
“still heavier” models. Double soles 
in brown leathers, with a rebirth of 
wing tips for sport and dress alike, are 
two outstanding developments. Grain 
leathers, including quarter calves and 
antique finish types, will continue to 
hold the edge for Winter sport and 
street wear alike. 

Mr. Epstein has reason to know what 
will be popular in the South, inasmuch 
as he has his own reliable source of 
information and a large number of 
“walking detectives” among popular 
college students at Tulane University. 
The above style notes have all been 
realized through a vote of students. 

Each time a new shoe has arrived in 
the Imperial store, Mr. Epstein has 
notified his “campus representatives” 
of the fact, and asked each to come in 
and give an opinion on it. Some twenty 
young men are concerned, and all re- 
spond to the invitation readily enough 
because Mr. Epstein has insured it 
with a free pair of shoes given to the 
student once per season. “One pair of 
shoes is small enough recompense for 
the loyalty I get from my student ad- 
vertisers,” Mr. Epstein pointed out. 
“And once I find that a student style- 
minded enough to note trends in dress 
will talk up the Imperial Store I do not 
hesitate to offer a pair to him.” In 
return for an approximate cost of $4, 
Mr. Epstein thus realizes a double ad- 
vantage in that students keep him in 
touch with styles on the campus, sug- 
gest the store to their friends, and 
“model” the shoe at the same time. 
Typical of the results is the fact that 
when the last-year interest in Nor- 
wegians materialized, Mr. Epstein was 
ready for it a month in advance with 
a full stock sold out in less than a 
week—bought entirely on recommenda- 
tions of students. 

“Pick helpful persons of this type in 
each specialized type of market and 
prove that you are using their informa- 
tion, and the response will be surpris- 
ing,” he summed up. “I bank on my 
college-student advance information to 
be correct at all times, and have always 
found that it is.” 


Returns to Toledo as 
King Manager 

ToLtepo, On10o—Aaron (Jack) Weide 
former Toledo shoe store manager and 
for the last three years manager of 
the King Shoe Store, Cleveland, ha 
returned to Toledo to become manager 
of the King Shoe Store in this city, a' 
516 Adams Street. Before going to 
Cleveland he was manager of Krohn- 
gold’s in Toledo for nine years. 
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Christmas Record-Maker 


Here's Extra Pair Business .... . Cash In With 
it For 30 Big Christmas Shopping Days 


STORY IN A NUTSHELL: Here’s the perfect gift for any man. 
Smart, different, practical. Orders being received prove that 
SLACK LOUNGERS are timed right, priced right, styled 
right. A landslide favorite with America’s great army 

of Santa Clauses) AND DON’T FORGET when 
Christmas is over you've still got the best selling, all 

purpose slack of the year. Send your order at once. 


fe 
%: W Days 
$415 — Dark Natural 
Veal. Bootmaker Antique 
Finish. Saddle Strap 
trim. Single leather sole, 
leather heel. 





$416 — As above in Natural 
Plagrain. Trimmed with smooth 
Tan Saddle Strap. 


$417—As above in Wine Plagrain. 

Trimmed with Smooth Black Saddle 

Strap. 

Sizesand Widths B,7t012 C,ét012 D,5V2tol2 
Style Shoes For Men . . . Write to 


JOHN E. LUCEY SHOE CO. 


: 


MIDDLEBORO, MASS. 





To Handle Shoes Exclusively 


McMINNVILLE, TENN.—J. R. Wilson’s 
Son, Main Street, formerly handling a 
general line of merchandise, have closed 
out all their stock except shoes and 
will continue as a shoe store only. 

The firm name hereafter, according 
to Jack Wilson, manager, will be Wil- 
son’s Brownbilt Shoe Store. The store 
has been completely remodeled along 
the lines of modern shoe stores. 


Fall Display Shows Western Influence 


New Shoe Factories 


Wanted for Rochester 


RocHEesTer, N. Y.—More shoe fac- 
tories are wanted in Rochester. With 
upwards of 1000 skilled craftsmen now 
unemployed or engaged in other occu- 
pations here, and several plants which 
were once centers of activity in shoe 
manufacture now idle, steps have been 
taken to have them restored to their 
former usefulness. 

Rumors that new shoe factories are 


to be started, and that established com- 
panies are to move to Rochester, have 
been current, recently, as the Chamber 
of Commerce and others have been 
pointing out the possibilities in this 
field locally. 

It is reported that owners of an 
Eastern shoe factory have been in the 
city recently surveying facilities and 
the number of skilled workers avail- 
able, and a decision regarding whether 


Lubbock, Texas—The window display above of Goodwin’s Booterie, here, is one 

featuring “Pioneers of the West,” considered typical for this section of the 

country. Colored lighting was one of the interesting points in the display. Back 
lighting in the columns at the head of each bay was used. 





skilled labor obtainable at prevailing 
rates of wage under the Wage and 
Hours law and the opportunity to move 
into a choice of factories built for shoe- 
making. 


they are to move here is expected 
shortly. 

Newcomers, locating here, would 
have the advantage of the prestige 
which Rochester shoes have for quality, 
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Our Industry Issue 


_ THE LIVING DOCUMENT OF SHOES 


BOOT AND SHOE RECORDER 


December 28 


Featuring 
The National Shoe Fair 
Hotel Stevens, Chicago 
January 6, 7, 8, 9, 1941 








anks To 


This Suggestion from 


George Geuting, 


Geuting’s, Philadelphia 





GEORGE GEUTING of Geuting’s, 
Philadelphia, hadn’t attended a Na- 


ing Guide ai latins Gakete- ter tow 0 
. ue i op a formula for how a 
ape ‘cers i This Iss — should attend a conven- 
Vv tion that is very well worth remem- 

T Our A nda Shoes bering for the next time. 
Boots sppeiateet George took the Convention Num- 
D oom tomb wt | ber of the Boot anp SHoe Recorp- 
re, Sa th ee aa ER, went through it carefully and 
ae cost SO then planned his appointment note- 
“ayaa 138-- 4359h13608 = book for each day at the conven- 
SS oh ee so tion. He was thus able to cover 
, ‘ale a aes a | more new and interesting lines than 
ce a ne i te a he would have done if he had left 
w. 1. ciuwwenne®*! 204. y11nc7i2h-7134 iy it to chance. It also served the 








i ee . — a 
son ¢.5. 508 ie saa ee 4335h-1336* worthy purpose of cutting short cor- 
| rediich Shoes ee ae 553 -| Tidor conversation. because he could 
una ©. ar ane oT ener a always, and properly, say: “T've an 
ce ot errr aa g9n-t40b-45 appointment in five minutes with So 
Florsheim Shoe ET 116 .-- gash and So.” Thus he was able to com- 
Gate Shoe ec anenetete routs plete his “looking calendar” and as 
—, ES eee PO aa 103- a result got more out of this conven- 
Freeman Shee Cor” Bie t e , ap seeore™ Oe 1444 | tion because he had planned his 
ao ss ti0e juanish | work and worked his plan. He said: 
5) a ash | _ “You'll do a lot of walking and 
EN  eescee  ieees talking and skipping around and 
Ooo Mla: , CE err 216..-- 30-12384 | you'll be gloriously entertained by 

NE aeeenlet ne {2 y & 
Beste compat , lel pooth 6] Your old friends but you may want 
« Chicago C0 iremetagsawon??* ahi const to see some new lines, make some 
Nanni BNE aw enseee se” - ee 13981407 new friends and get your money’s 
——— i 3rd covet -- °°” worth for your trip and you can’t 
pene acne Soe! i cebet? do it without checking the big Re- 
jand, Mich. CORDER and organizing your con- 
Hol! 
(Specime” Only vention trip with it.” 
Thanks, George, we'll reprint this 
ADVERTISING FORMS ae ee. 


CLOSE IN NEW YORK, 





DECEMBER 10 





TO 
BUY 
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Soles and Heels 


~~ di ali td 


LITHOX EXTRA | WEAR SOLES 
LITHOX CORD SOLES AND HEELS 


The popular Soles and Heels 
because of Quality and Price 
THe LITHOX corp. 
WAPAKONETA, OHIO, U. &. A. 














~~ eer oe re ee 


Bowling Shoes 


Ct ie ie i hi i kil 


PROFESSIONAL 
BOWLING SHOES 


Men's Men's Women's 
Bal Oxford Oxford 


Children's Shoes 


ete eee ee 


Dr. C. A. Haines 
Shoes for Children 


-r tock 








New ORLEANS, La.—Lane Shoe Store 
has been opened at 1610 Dryades Street 
here by Isadore Lassen and Jack Fisher. 
Mr. Lassen for the past fifteen years 
was manager of a chain store, while 
Mr. Fisher has had much experience as 
a traveling shoe salesman. 

Mr. Lassen has just returned from 
the Eastern markets. The present stock 
includes shoes for the entire family at 
popular prices, but the aim of the store 
is to grade up as rapidly as is practical. 
The store is well located in the busiest 
section of Dryades Street. It has up- 
to-date fixtures. 


. 
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Scheiffele with 
Krippendorf-Dittmann 


CINCINNATI, OHIO — Max Scheiffele 
has become associated with the Krip- 
pendorf-Dittmann Company of Cincin- 
nati. Mr. Scheiffele will carry this 


MAX SCHEIFFELE 


company’s Foot Rest line in the states 
of Indiana and Michigan. He was for- 
merly sales manager of Hoge-Mont- 
gomery Shoe Co. and later traveled for 
the Barrett Shoe Company of Frank- 
fort, Ky. Mr. Scheiffele’s father, for 
many years, operated a children’s shoe 
manufacturing business in Cincinnati. 


Calf Leather Shortage Seen 


Boston, Mass.—A shortage of calf 
leather seems imminent in the local 
market as a result, it is reported, of 
large purchases made by England in 
this country. While the total of these 
reported orders does not seem to be 
sufficient to produce any real shortage, 
nevertheless such a shortage does ex- 
ist, and a few companies have with- 
drawn their lists, refusing to a-cept 
business at any price, while others will 
accept business only after ascertaining 
from their tanneries that sufficient raw 
material is on hand to make it possible 
to fill the orders. 

It is being said in the trade that 
while this shortage is the natural result 
of the war, it does not stem directly so 
much from the increased used of calf 
leather as it does from the inability 
of tanners to get skins from their usual 
foreign sources of supply. 

One large user of M-weight calf 
leather, one of the most popular 
weights, reports that the low price he 
has paid for this weight during 1940 is 
82 cents per foot, and the most recent 
price he has paid is 44 cents—an in- 
crease of approximately 38 per cent. 








Tan, smaked, White or 
Country Tan ELK. Per- 


Flexible Retin iat 
Since 3. 3-8. In —o. 


Forecast: Prepare for 
Steady Growth In 
Juvenile Volume. 


Statistics show that the birthrate is 
increasing more rapidly than at 
any time during the past 10 years. 
This means more customers for Mrs. 
Day's ideals—and the dealers who 
sell them. Already sales for 1940 
are ahead of any previous year in 
our 38 year experience. There's no 
better “feeder to your Juvenile 
Shoe Department than the famous 
Mrs. Day's Ideal line. Known to 
millions of mothers who have tried 
ideal fabrics and kids, it is no task 
at all to sell them the specialized 
Flexible Walking Shoes of Ideal 
manufacture. Let us place com- 
plete details before you. 


MRS. DAY'S 
IDEAL BABY SHOE CO. 
DANVERS, MASS. 

















Lloyd with Huth-James 
in Ohio 

MILWAUKEE, Wis.— Chester Lloyd 
will represent the Huth-James Shoe 
Mfg. Co., in Ohio, according to a recent 
announcement by Ed. Huth in Mil- 
waukee. 

Mr. Lloyd has a long and interesting 
career in the shoe industry, having 
worked in every phase of it, manufac- 
turing as well as in the selling end, 
and in the latter he has made some en- 
viable records. His knowledge of store 
cperations has made him the friend of 
many a merchant where good advice 
and counsel were needed to show the 
way to profit. 
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Defense Work Spurs 
Work Shoe Sales 


MonTGOMERY, ALA.—The retail sale 
of men’s work shoes is pointed toward 
a much stronger market in Montgomery 
trade territory this season, a survey of 
men’s shops and departments in local 
department stores indicates. 

Reason is the unprecedented building 
program here sponsored by the national 
government, and complemented by the 
biggest private building boom since 
World War days of 1917. 

Those who have made a study of con- 
sumer purchases point out that, with 
Winter and wet weather, a working 
man’s first thought in clothing is of 
shoes to keep his feet dry and warm. 
Proof of this was the upturn in sales 
during the week beginning Armistice 
Day, when rain fell in torrents for 
three consecutive days and heralded the 
freeze that was to follow in its wake. 

Immediately work shoes and boots 
were featured in advertising of stores 
stocking these items, and customers re- 
sponse was noted. 

Metcalf’s, men’s furnishings store, 
played up work shoes “strongly made 
to stand the gaff,” priced from $1.98 up. 
Penney’s, in a giant opening sale after 
a remodeling program, laid stress in 
advertising on a work shoe “ideal for 
hard Winter wear.” 

Hoyt Holder, manager of the shoe 
department at Sears, Roebuck, reported 
activity since early Fall in black work 
shoes with heavy composition sole, 
ranging in price from $1.49 to $2.98, 
and also in leather and rubber boots. 
With the rains, a noticeable spurt in 
boots was registered in all sales to 
working men, the chief demand being 
from plumbers and other construction 
workers whose job is “in the ditch.” 

At another department store, which 
caters to farm trade, the cold spell 
brought a big spurt in sales of work 
shoes, it was reported. Purchases made 
by the farmer, however, are paid for in 
most cases with money from the gov- 
ernment pay roll, it was paradoxically 
pointed out, because at this season a 
large percentage of them are working 
on WPA projects. A number of the 
biggest government building enterprises 
here are being done with WPA labor. 


Joyce Erecting New Ohio Plant 


PASADENA, CALIF.—Joyce, Inc., are 
erecting a new plant in Ohio (city not 
announced), which when completed will 
be one of the most modern factories in 
the country. 

The new plant, in which will be in- 
Stalled a new unit production system, 
will be strictly a production unit of the 
Company. Offices and styling of the 
firm will be maintained at Pasadena. 

The purpose of the new factory will 
be to facilitate the servicing of cus- 
tomers from Kansas City, east, with 
Speedier deliveries and lower shipping 
costs. 
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No. 1 Leisure Shoe for 1941 
WINTHROP’S 





The firm expects to start cutting 
shoes in the new factory by January 15. 


Boston Travelers Set Date 
For Annual Meeting 


Boston, Mass.—Following its custom 
for many years past, the Boston Shoe 
Travelers’ Association has designated 
the Saturday afternoon before Christ- 
mas, December 21, as the date of its 
1940 annual meeting and frolic. A sur- 
prise program of entertainment has 
been planned by the entertainment com- 
mittee—Thomas McDevitt, Lawrence 
Cashin, and Jerry Watson—and the 
luncheon is in charge of Frank Fowler 
and A. P. Richards. 


President Zepfler expects a record 
attendance, as he feels sure that all 
members would like to know how he 
carried out his administration and 
what effective support and cooperation 
he received from the various members 
and committees during the year. The 
annual reports by Secretary Delany 
are to be brief and interesting, partic- 
ularly that on membership, as the mem- 
bership committee has announced that 
it expects to show an increase over that 
of 1939. 

The Boston Shoe Travelers’ Associa- 
tion was organized in 1901 and is still 
going strong. Its ultimate aim is to 
have every traveling salesman covering 
New England join as an active member. 
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Insoles that are swell to walk in, 
Specify them—Newflex Pigskin. 
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Adler Shoes Sold in 
Clothing Store 


BaLTIMorE, Mp.—Adler men’s shoes 
are now being sold in the main store 
of Wonder Clothes, Baltimore Street 
at Park Avenue, Baltimore, Md. This 
concession is now operating only in the 
main store of the Wonder chain of 
clothing shops and features shoes be- 
ginning at $5.00. It is understood that, 
if the initial venture proves success- 
ful, shoes may find their way into the 
other links of this chain. Wonder cloth- 
ing is sold on a cash and part-payment 
basis. 
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Twin City Shoe Men Get the Bird(s) 


Twenty-four Chinese Ringneck pheasants were shot near Minneapolis recentl, 
when four Twin City shoe men went on a hunting trip. Left to right: George C 
McCoy, Northwest representative for George E. Keith Co.; C. A. Rauenhorst. 
buyer, Field-Schlick Co., St. Paul; W. R. Johnson, buyer, L. S. Donaldson Co.. 
Minneapolis; and Elmer C. York, representative of Boyd-Welsh, Inc. 





Gibbs Heads Shoe Group 
in Charity Campaign 

Cuicaco—At the height of its 1940 
campaign for $3,604,000 to meet the 
needs of Chicago’s major organized 
charities and social agencies, the Com- 
munity Fund -has obtained the aid of 
W. J. Gibbs, Jr., manager of the wo- 
men’s shoe department for Marshall 
Field & Co., as chairman of the Shoe 
Division. 

Mr. Gibbs’ acceptance of the impor- 
tant post completes the Community 
Fund’s 1940 organization in which 50,- 
000 volunteer workers in seventy di- 
visions are engaged. Thg divisions in- 
clude sixty-two in industry, the Wo- 
men’s Division, the Medical and Dental, 
the Miscellaneous and Public Depart- 
ments Divisions. The latter takes in 
the Chicago directors, executives and 
employees of the city, state and federal 
government branches. 

The quota of the Shoes Division is 
$9,500. The $5,650—59 per cent—of 
this, which has. so far been chalked up 
for the division, has come from the 
Sponsors Division headed by Harold H. 
Swift, from the individual donors in the 
larger income brackets and from busi- 
ness firms. The remaining 41 per cent 
or more—and Mr. Gibbs is confident 
the quota will be exceeded—will be 
sought among the employees in the in- 
dustry. 

One of the first moves Mr. Gibbs 
made when he had agreed to act, was 
to appoint a group of a dozen of his 
colleagues in Marshall Field’s shoe de- 
partments as his company representa- 
tives and team captains. It is probable 


that some of the shoe men in Carsor 
Pirie Scott & Co., Mandel’s, The Fai 
Store, Steveng, the Boston Store, Gold 
blatts, The Hub, Maurice L. Roths 
child’s and other stores along th 
street will be asked to lend a hand, du: 
to the late start. ~* 

The Marshall Field men so far ap- 
pointed to help are: B. C. Kirchner, W 
L. Pringle, W. T. Kelley, M. Utzinger, 
Clyde Martin, O. B. Heaton, L. R. Sex 
ton, J.-J. Hoffer, Jr., A. A. Brown, 
Walter.T. Gable, C. S. Campbell and 
J. J. Kolar. 

The new chairman, known for his en- 
ergy, says this force of salesmen will 
do an unprecedented job of selling fo 
the Community Fund. All, he adds, 
know they are getting started some 
three weeks behind schedule and they 
expect to demonstrate what a greup of 
determined men, working under a time- 
handicap can do. 


Shoes Absent in ’80’s 
Anniversary Celebration 


Kansas Crry, Mo.—Costumes in the 
spirit and fashions of 1881 greeted cus- 
tomers in the shoe departments at John 
Taylor’s, recently, as this firm cele- 
brated the fifty-ninth anniversary of 
its founding. Although many garments 
such as Prince Albert coats and light 
beaver silk hats, not to mention sun 
bonnets and bustles, were pulled out of 
musty closets and brushed up for wear 
at this event, 1881 shoes were conspicu- 
ous by their absence, the participants 
voicing the opinion that 1940 mod:!: 
in shoes offered much more in the w:iy 
of comfort and foot ease. 
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For Plant Protection Against 
Sabotage 


THE Associated Business Papers, Inc., with which 
Boot AND SHOE RECORDER is affiliated, and of whose 
National Defense Committee C. A. Musselman, president 
of Chilton Company, Inc., is chairman, has received the 
following communication from J. Edgar Hoover, direc- 
tor of the Federal Bureau of Investigation, United 
States Department of Justice, Washington, D. C.: 

“In the war-torn world of today America must 
strengthen her internal and external fortifications if she 
is to survive the menace of totalitarianism. The pro- 
tection of our industrial facilities to insure the uninter- 
rupted production of goods and material is essential to 


our national defense. Based upon this premise the FBI | 


in September of 1939, in accordance with the request 
of the War and Navy Departments, inaugurated a pro- 
gram to survey the protective facilities of manufacturing 


establishments having large contracts to provide the | 
government with defense materials. The purpose of the | 
surveys is to submit recommendations to bolster the | 
physical protective facilities of the manufacturing plants | 
for the prevention of sabotage and espionage activities. | 

“The first.and final responsibility to give speed and | 
strength to our national defense program by protection | 
against espionage and sabotage lies with industry itself. | 


Only through the energy and alertness of its officials 
and workers will the full measure of preparedness be 
attained. 


“In line with this plant survey program and to assist | 


industrial concerns and municipalities in establishing 


effective protection against possibilities of acts of espion- | 
age and sabotage the FBI prepared a comprehensive | 


booklet entitled “Suggestions for Protection of Industrial 


Facilities.” Because of its confidential nature this book- | 


let is limited in distribution to heads of duly constituted 
law enforcement agencies and executive officials of in- 


dustrial concerns manufacturing defense materials 


under government contracts. 


“In response to the many questions as to how to | 
obtain this publication I wish to state that a copy will | 


be furnished an industrial concern upon the written 
request of an executive official.” 
In broadcasting this message through A.B.P. publi- 


cations to industrial concerns, including those of the | 


shoe and leather industries which fall within the cate- 
gory stipulated by the Director of the F.B.I., Mr. Mus- 
selman points out that it is particularly timely in view 
of recent explosions in industrial plants, and he urges 
executives of such concerns to apply directly to the 
Federal Bureau of Investigation, United States Depart- 
ment of Justice, Washington, D. C., for a copy. 


Berger Opens Family Store in Chicago 

Cuicaco, ILt.—Charles Berger, of Berger Shoes, Inc., 
who for a number of years has operated a store at 1237 
S. Halsted Street, has opened a new family shee store at 
1408 S. Crawford Avenue. 
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The “DRESS” is a profit- 
able Taylor-Made pat- 
tern for holiday selling, 
and is in continual de- 
mand during the indoor 
season. It is carried in 
stock, as are 150 other 
popular numbers. 
Hundreds of retailers 
know that the complete- 
ness of Taylor-Made 
stock service enables 
them to get better turn- 
overs and more profit. 
It can do the same for 
you. Write for our latest 
catalog today! 
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Detroit Retailers to Hold 
Weekly Meetings 

Derroir, Micu.—The Detroit Retail 
Shoe Dealers’ Association held their 
regular monthly meeting at Cliff Bell’s 
on Wednesday, Nov. 6. A large num- 
ber of members were in attendance and 
enjoyed a fine luncheon. 

Following the luncheon, several 
hours were devoted to discussions per- 
tinent to the shoe trade. A suggestion 
was made that owing to the rapid 
changes and developments in the busi- 
ness today, more frequent meetings of 
the group would facilitate the solving 
of problems which arose calling for im- 
mediate discussion and decision by the 
group, and would also make for gen- 
eral good-fellowship among members. 
After discussion it was agreed that 
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Obituaries 


Joseph L. Barnett 


New York—Joseph L. Barnett, for- 
mer head of the shoe department at 
Fortnum & Mason, here, died last Sun- 
day from an acute attack of appendi- 
citis. 

Mr. Barnett was in charge of the 
Fortnum & Mason shoe department 
from 1926 until this exclusive English 
apparel firm was discontinued in 1936. 
He later opened his own custom shoe 
shop on 58th Street, here, in which he 
featured custom-made shoes and an 
English line. He later moved his shop 
to 697 Madison Avenue, the former 
site of the Fortnum & Mason store in 
which he was active until the time of 
his death. 

Mr. Barnett was an authority on 
men’s fine footwear and his clientele in- 
cluded many well known names from 
all over the country. 

His shop will be continued by his son, 
Lloyd M. Barnett. 


Joseph Quinn 

PoRTSMOUTH, OHIO — Joseph Quinn, 
salesman for the Selby Shoe Company 
covering Missouri, Kansas and Ne- 
braska, died, recently, of a heart attack 
en route to Kansas City on a selling 
trip. 

Connected with the Selby organiza- 
tion for nearly 25 years, Mr. Quinn 
was well known in the trade and well 
liked for his genial disposition, his in- 
tegrity, high ideals and his loyalty to 
his company and friends, of which he 
had many in the trade. 

Funeral service and interment was 
held at Sedalia, Mo. 


John E. Messner 


BINGHAMTON, N. Y.—John E. Mess- 
ner, pioneer salesman for the Endicott- 
Johnson Corporation, who had been 
with the company for 35 years and was 
known to the retail trade throughout 
the country, died at his home in Cleve- 
land, Ohio, recently, after a brief 
illness. 

He began with the E-J sales force 
in 1905 and in 1925 became associated 
with the Empire State Shoe Co., a sub- 
sidiary, covering the mid-western ter- 
ritory. 





D.R.S.D.A. will hereafter hold regular 
weekly meetings in place of monthly, 
beginning November 20. 


Canadian Shoe 
Production Rising 


MONTREAL, CANADA — Production of 
leather footwear in Canada totaled 
2,484,668 pairs in September compared 
with 2,382,680 the previous month and 
2,368,374 in the same month last year, 
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the Dominion Bureau of Statistics re- 
ports. Output in the nine months ended 
September 30 totaled 19,454,317 pairs 
against 17,905,207 in the same period 
last year. 


Buffalo Show January 
19 and 20 


Burra, N. Y.—Louis Rubin, chair- 
man of the salesmen’s exhibition com- 
mittee, announces that the new Buffalo 
Shoe Style Show will be held at the 
Statler Hotel in that city, January 19 
and 20. Mr. Rubin urged all salesmen 
and factory heads who intend to ex- 
hibit their creations at this show to get 
in touch at once with the Hotel Statler 
and make reservations. 


Wendell Morris Joins Trostel 


MILWAUKEE, Wis. — Wendell Morris, 
who knows all the intricacies of making 
a fine piece of suede leather, has been 
added. to the personnel of the Albert 
Trostel & Sons Co., tanners in Milwau- 
kee. 

Said Mr. Trostel: “We are happy to 
announce that Mr. Morris joined us 
just recently and we believe he will b: 
a factor in increasing the value of ou: 
service to the shoe manufacturers an 
through them to the shoe merchants.’ 
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Hollywood Footnotes 


[CONTINUED FROM PAGE 36] 


footgear with three pairs of shoes hav- 
ing plastic material. One pair for eve- 
ning wear is a gold cloth sandal with 
matching plastic stilt soles and heels. 
Resilient hiking shoes are brown kid- 
skin with plastic heels. A pair of light 
blue snakeskin pumps with novel eye- 
let work over the toes, 22/8 heels and 
thin soles in a matching shade of clear 
blue plastic are for afternoon. 
* . . 


A pair of cowboy boots that William 
Boyd has worn in several Hopalong 
Cassidy pictures is on the way to 
prison. A Sing Sing convict wrote a 
pathetic letter to the star and asked 
for them. 

7 * 7 

Ida Lupino’s indoor slack shoes sug- 
gest men’s formal dancing pumps. 
These are in brown patent, well-dis- 
guised to meet feminine requirements 
in flat grosgrain bows on slightly 
pointed toes. 

. * * 

The lovely legs of the Hollywood 
chorus girls may be beautiful to look 
at but when it comes to sheathing them 
in silken stockings for a motion pic- 
ture, they become an expensive luxury. 
Ralph Nelson, business manager of 
Paramount’s “A Night at Earl Car- 
roll’s,” sadly opened the budget and 
unveiled an appropriation of $1,600 
for 16 girls for 20 days. “In other 
words, it figures $5 a day per pair of 
legs. Why can’t they work bareleg- 
ged?” he moaned. 

“All right, we'll bite, why not?” we 
asked. 

“It’s the costume,” he sighed. “They 
move through the audience in a type of 
costume that requires a_ stocking.” 
Then, in explaining price, he said, “In 
the first place, stockings must be of the 
sheerest type because of the camera. 
They must be photogenic, as the cam- 
era is brutal enough to emphasize any 
defect. In the second place, they must 
be of the finest quality in order to re- 
duce runs. Dancing girls’ stockings 
really take a beating. The girls in the 
routines have to kick and wave their 
legs so much that naturally there’s a 
lot wear and tear. If we bought cheap- 
er stockings the darned things would 
split in the middle of a number and we 
would have to shoot the number over 
again.” 

> “ . 

“Button-Shoe Bill.” That’s the name 
director Eddie Cline has bestowed on 
W. C. Fields, star of Universal’s “The 
Bank Dick.” The monicker was prompt- 
ed by the heel-less button shoes the co- 
median is wearing in the picture, the 
same shoes he has worn ever since he 
came to the screen. 


Relocates Shop 


SACRAMENTO, CaLir.— Jerry Sham, 
managing owner, has opened his Dr. 
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M. W. Locke X-Ray Shoe Store in a 
new location at 1028 K Street. He 
was formerly located for two years at 
1115 Tenth Street. 

The building at the new location has 
been completely remodeled and leased 
for five years. 

It has a modernistic tile front, with 
large neon sign overhead, and attrac- 
tive display windows on each side of 
the entrance. The interior is equipped 
with soft green carpets. The walls are 
in ivory, and the fixtures and mirrors 
trimmed in green. 

Mr. Sham has been engaged in the 
shoe business in Sacramento for ten 
years, and previous to that was in 
San Francisco and the East. Monte 


Lurie will be the assistant manager of 
the new store. 


Lewis Shoe Department 
Improved 


MEMPHIS, TENN.—The shoe depart- 
ment was among the several depart- 
ments of Lewis’ Clothiers, South Main 
Street, that was improved by a recent 
remodeling of the store. Foster Burns 
is manager of the shoe department, 
with Maurice Fries as his assistant. 

This firm began business at this lo- 
cation in 1933 with 12 employes and 
now has 17. Julius Lewis is owner and 
manager. 
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Resumes Operations 
In New Plant 


HENNIKER, N. H.—The F. E, Norton 
& Sons Fibreboard Co. has resumed 
operations in a new, modern building, 
of fire-resistant construction, and with 
considerable new machinery. 

The concern’s old plant was de- 
stroyed by fire last Spring. 


> 
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Tanners’ Council Estimates 
Gain in Shoe Production 


New YorkK—According to the Tan- 
ners’ Council of America, shoe produc- 
tion in October was estimated to have 
reached 38 million pairs. This com- 
pares with 37,273,000 pairs in October, 
1939, an increase of about 2 per cent. 
If the council’s estimate proves correct, 
production will have exceeded the com- 
parable month of 1939 for the first time 
this year. Current reports from shoe 
manufacturing centers indicate that 
production will deeline seasonally in 
November. However, as soon as style 
uncertainties have been clarified by 
forthcoming shoe shows, heavier ac- 
tivity on Spring footwear is antici- 
pated. 

Including estimated October output, 
production for the first ten months 
amounted to 338,014,000 pairs, a de- 
cline of 7 per cent from the compar- 
able 1939 total of 363,317,000. pairs. 

Production in 1940 compares as fol- 
lows with former years: 1940, 338,- 
013,000 pairs; 1939, 363,317,000 pairs; 
i938, 330,704,000 pairs; 1937, 369,639,- 
000 pairs; 1936, 351,503,000 pairs. 


Peters Bros. Celebrate 
27th Anniversary 


OAKLAND, CALIF.—Another page in 
the history of the Peters Brothers Shoe 
Company, a natjve Oakland institution, 
is being turned as they celebrate their 
27th anniversary in business. 

The firm was founded in 1913 by 
Henry J. and Albert “Doc” Peters, and 
started business in a little store 12 feet 
square at 412 Twelfth Street. The busi- 
ness, which was founded on the policy 
“never allow a customer to leave the 
store dissatisfied,” grew steadily, and 
two years later moved to larger quar- 
ters xt Twelfth and Washington 
Streets. 

Following out their policy of “qual- 
ity “dealing,” their trade continued to 
in¢rease, and in 1926 it was again 
necessary to find larger quarters. This 
time they moved into the heart of the 


+\p.Broadway shopping district. Last year 
> they again took larger quarters at their 


present location, 1443 Broadway. They 
also operate a store for women at 1544 
Broadway, under the management of 
C. E. Peters. 

E. L. Peters is now president of the 
company, and C. E. Peters the trea- 
surer. 


Black Suedes Continue 
Lead in Fall Business 


Cuicaco, ILt.—Black suedes, partic- 
ularly in pump and step-in styles, con- 
tinue to dominate Chicago retail shoe 
sales. Although patents, gabardines 
and smooth leathers are beginning to 
sell well, most retailers are of the 
opinion that suedes will continue to 
sell well up through January. Brown 
retains its popularity, accounting for 
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from 20 to 25 per cent of the sales. 
Brown is sélling chiefly in suedes, al- 
though there is a demand for it in alli- 
gators, and is beginning to move in 
some of the smooth leathers. Antiqued 
finishes are also selling well. 

Pumps of all types and for all occa- 
sions lead the current fashion picture. 
They are being promoted in ads and 
displays for wear to everything from 
the theater to football games. The snub 
nose, walled last types with both high 
and low heels are selling well in all 
price ranges. Charles A. Stevens & 
Co. is featuring this type as “Shorties,” 
and Maling Bros., in the lower price 
range, as “Snubbies.” 

Marshall Field & Co. has carried a 
number of advertisements devoted ex- 
clusively to pumps. One of these, the 
“Daytime,” is referred to as “the Rock- 
ing Chair pump with pert country- 
bumpkin toe and on-the-slant heel,’ and 
the other, the “Night-time,” as “a 
small toe opening for glamour, a 
pleated vamp for grace, a shoe string 
bow just for the fun of it.” 
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/C SKI BOOT LOOPS, by actual tests, pro- 
vide the strongest available fastenings for ski 
boots. Set in from the edge of the quarter, as 


here shown, these loops provide maximum se- 


curity and insure a smooth means for the move- 


ment of the lace. 


SPORT LACES... These new round laces are 
designed for use in the SKI BOOT LOOPS — 


and are also well adapted for general sports use. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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SELL THOSE WINDOW SHOPPERS 


























XMAS PRICE TICKETS 


Imprinted Prices on Colorful Seasonal Designs 


So 


ma eB 








X-4——Red and “I" — Orange and 


TALKING WINDOWS 





Colorful price tickets in 
the popular price denomi- 
nations will dress up your 
displays, and make selling 
easier. Blank tickets, show- 
ing the design only, are 
also available. 


We have in stock a com- 
plete selection of designs 
and color combinations. 


6 Dozen 


$1.10 


12 Dozen 


$2.00 


green on white 
background. 


The size—14” x 254”—is 
large enough to attract the 
eye, and small] enough to 
give the shoe prominence. 
The tickets are attached 
neatly to any part of the 
shoe with our Price Ticket 
Clips which are priced at 
$4.00 per gross—$2.25 per 
half gross. 


brown design — ite 
board—price in black. 


We will send a circular showing actual samples, at your request. 





SMOTMNIA ONIATWS « 


ZAwWd 


H Jl 


q 
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COLORFUL AND EFFECTIVE 
SHOW CARD AND PRICE TICKET 


WRITE FOR DETAILS OF OUR ANNUAL SHOW CARD SERVICE 





SERVICE 


MONTHLY 


CARDS HOLDERS 


BLANK 
TICKETS 





No, | 


$5.00 


12 


6 





No. 2 


4.00 


4 





No. 3 


3.00 


6 








No. 4 





2.25 





4 
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—_ 
A 
X-5: Red and green de- 
d—price 


ite 
in black. 


PRICE TICKETS 
Attractively hand lettered 
in pote price denomi- 
nations, or blanks. Sev- 
eral designs in stock. Sam- 
ples available on request. 


6 Doz.—$1.10. 12 Doz. 
—$2.00 





With Store Name 
Imprinted 


100 tickets—3.00 
200 tickets—$5.00 


Check with order please, un- 
less C.0.D. preferred. 


DISPLAY CARDS 
Each month, 14 infor- 


Color Xmas Windows | 


with Decorative 
Display Cards 
and Price Tickets 


HELP US 
HELP YOU... 





New York. 











mative and forceful 














coppenstntely deste net ll 


LNAWLYYddd FZOIAYAS SINWHOUAW 





Detailed Information on Monthly Service at Your Request. 


BOOT AND SHOE RECORDER 





SOUTH STATE STREET © CHICAGO, ILLINOIS 





BUYERS FIRST 


Go to the Marbridge Building— 
Seven Floors of Shoes 


Buyers like the Marbridge Building because complete dis- 
plays are presented with full facilities for orderly business. 
Time is important to buyers and they will find more shoe 
and allied concerns in the Marbridge Building than in any 
one building in America. 

The Marbridge Building is in the very heart of midtown 
All the great retail stores are nearby. 
you are in search of ideas, examples and promotions, center 
your interests here. 


MARBRIDGE BUILDING 
47 WEST 34th ST. 


So, if 


D. S. MACDONALD, Manager. 





also 1328 BROADWAY, N.Y.C. 








Now the Fun Begins 


[CONTINUED FROM PAGE 14] 


shoes offers wonderful American pro- 
motion themes. You have Frontier 
fringe; brass studs; Indian beading; 
moccasin treatments, including some 
new, very soft versions; cowboy tooling 
and embossing; even adaptations of 
cowboy boots; Mexican and Central and 
South American woven sandals in deep 
rich color combinations. 

Not confined to casual types, these 
treatments were seen in dressier shoes, 
too. The fringe . . . stemming from 
cowboy or Indian clothes . . . is being 
used on high-heeled dressy pumps as 
well as low-heeled informal slipons and 
oxfords. We show it here on a throat 
ornament for a dressy pump. 

Other new themes, reflecting the war 
influence, are the sailor boy, the mili- 
tary and the aviation. The sailor boy, 
already accepted in women’s hats and 
costumes, appears in white braid and 
stars on navy blue shoes. The military 
is suggested by the use of braiding. 
Applied in a V shape, like the illustra- 
tion, it suggests the chevrons on a 
uniform. A heavy line of stitching is 
used in the same way. Aviation shows 
its influence in the growing vogue for 
the buckle monk shoe (adopted by 
officers in the aviation service) and in 
such little detailing as tiny gold wings 
used on bow ornaments on women’s 
shoes. 


At the risk of repeating what we re- 
ported in our story last week, just a 
few quick notes on important points 
to note. Walled lasts with closed toes 
. . . also some with open toes . . . are 
definitely in the picture. That does not 
mean that there will not be plenty of 
open toes sold. In spite of the trend to 
very low heels and to very high, 17/8 
and 18/8 remain the good volume 
heights. Strippings, braidings, stitch- 
ings and bindings are all very impor- 
tant trimming details. Touches of rep- 
tile used in flashes of contrast, as the 
lining of a bow, for instance, appear on 
some very smart shoes. Smooth black 
leathers look very new and smart. 
Smooth black calf combined with faille 
is a change from patent with faille. 
Black reptiles are important. We have 
already noted the big demand for an- 
tiqued tan in calf and alligator grain. 
Brown with beige looks new and prom- 
ising. The beiges are different from 
the ones shown a year ago. The big 
news is, of course, saddle .. . a color 
being used by everyone in all kinds of 
shoes, but best suited to the casual 
types. The new golden bronze metallic 
is seen in a great many lines. It looks 
best as a trimming combined with brown 
gabardine. And gabardine, don’t for- 
get, is extremely big this coming 
Spring. Blue is very important in the 


lighter navy shades. High style lines 
continue to use the dark navy. Soldier 
blue is being shown in many lines. 
Multicolor, developed in strippings, is 
quite charming. 


Martin Dies to Headline 
Shoe Fair Opener 


[CONTINUED FROM PAGE 26] 


they were to occupy, there would be 
so much confusion among our leaders 
that there would be a bloodless surren- 
der. That is what Hitler told them. 

“What WE need is some one to tell 
US to wake up—in America—and get 
to work to do something about these lax 
conditions. We must find some way— 
and I believe we will—to fight these 
rats with some of their own weapons,” 
concluded Congressman Dies. 

A record crowd is anticipated at the 
opening luncheon meeting of the 1941 
National Shoe Fair, to be held Tuesday 
noon, January 7. Many who have fol 
lowed the Dies Committee activity will 
have an opportunity of both seeing and 
listening to its chairman, Congressman 
Martin Dies. 


Saripkin to Manage Shoe Mart 


JonessoroO, ArK.—H. R. Saripkin, 
formerly associated with the Allen Shoe 
Store in Memphis, Tenn., has been 
named manager of the Shoe Mart here. 
He has had more than 13 years of ex- 
perience in the shoe business. 
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Lassifeed an Warde 





SALESMEN WANTED 








SALESMEN WANTED > 





WANTED TO PURCHASE 








to $5. 





KENTUCKY and TENNESSEE 


OLDEST and LARGEST manufacturer specializing exclusively in 
women’s and girls’ Goodyear welt sport oxfords to retail from $3 
BIG IN STOCK SET-UP. 


Only experienced men who are well known in this territory need 
apply. Commission basis. No drawing account. Write or wire giving 
complete information which will be kept strictly confidential. 
Address 945, BOOT & SHOE RECORDER 
140 Federal Street, Boston, Massachusetts 








EXPERIENCED MEN, well acquainted with 
the trade handling Ladies’ High Styled $2.00 

A fast in-stock line of proven pat- 
terns the best factories in this grade, 
priced right. Commission basis only. Give full 
details as to oe age, territory covered, 
present and t. Boston Novelty 
Shoe Rand ml 7 incoln Street, Boston, 
Mass. 


retailers. 





for three high grade 

salesmen to sell Popular Priced In-Stock 
Line Ladies’ Novelty Footwear in Pennsyl- 
vania and West Virginia—Georgia and Florida 
—and Mississippi. equire services of sales- 
men who have shoes to retail merchants 
and have following in these territories. Large 
volume of established business. Splendid earn- 
ing possibilities for live wire salesmen. Address 
Shu-Stiles, Inc., 1214 Washington Ave., St. 
Louis, Mo. 


H4YE openings now 





FOR LEASE 


M/4M.L FLA.—Ideal location for shoe store 
18 x 64 at 231 East Flagler Street. L. 
Lober, owner, 30 Broad Street, New York. 








LINE WANTED 


Wie rea KNOWN SALESMAN gontacting 
the retail and department store trade in New 
for past twenty years, available. for 
soiiue season. Familiar with all types of foot- 
wear. Would be pleased to go into this matter 
in detail with any manufacturer interested in 
securing the services of such a man. Address 
$951, care Boot & Shoe Recorder, 100 East 
42nd Street, New York, N. Y. 


SALESMAN — covering Metropolitan New 
York and ern Pennsylvania, successfully 
Manufacturer’s 


Line of Men’s 
Slippers, selling to Department 








and Chain 
Stores, is interested in representing additional 
line. Best references. Address 2949, care 
Boot & Shoe ae 100 East 42nd Street, 
New York, N. 


POSITION WANT ED 


noe MANAGER, BUYER desires change. 
ating department doing $20,000 

PE M high styled women’s footwear retailing 
at $6.00 to $12.75. Six years’ experience; Sal- 
ary secondary. Age 28; Married. Best refer- 
ences. Present position proof of successful op- 
eration. Knows market and is promotionally 
minded. Address £950, care Boot & Shoe Re- 
corder, 100 East 42nd Street, New York, N. Y. 


ALESMAN: East and Middle West; ac- 

quainted Mail Order, Chain Stores, Large 
Retail Organizations; Successful selling record. 
Practical designer; capable styling complete line 
Women’s Footwear. Now located, desires 
change. Address 2948, care Boot & a. Re- 
corder, 100 East 42nd Street, New York, N. Y. 








UCCESSFUL SHOE MAN: seeks position 
as Assistant to Owner of Family or Spe- 
cialized Women's Shoe Store; or will buy in- 
terest in going store. Connection with reliable 
organization most important. Address 2947, 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York, N. Y. 


you NG MAN, as Manager or Assistant, with 

aggressive organization; Fifteen years’ retail 
selling, managing and display experience, popu- 
lar priced, high-grade Women’s and Children’s 
shoes. Address £946, care Boot & Shoe Re- 
corder, 100 East 42nd Street, New York, N. Y 








Burch Adds Family Line 
In New Store 


EvuGENE, OrE.—Harry W. Burch has 
opened what is termed “the finest shoe 
store in these parts” by those who have 
viewed it. The business will be known 
as Burch’s Shoe Store, and the open- 
ing date was on September 5. 


WEBUY 
lus Wholesale and a 
randed Shoes such 
——g- Vital. 
: re Bos- 
tenians, Stetson, Red’ Cross, Nunn- Bush, Bte. 
IR ha a} N BY © 4 IN 


89 Reade hee &s Charch 
Phone Barclay 7-7887. New York City 








SHOE STORES WANTED 


FOR CASH 
Men's, women’s, children’s shoes retailing 
from $5.00 and “up. Short term leases as- 
sumed. Write in confidence to 
A. L. BARIS, Pres. 


BARIS SHOE €O.. § nc. 
79-81 Reade St., York 


Onusual be By on request. 








Buyers of Surplus Stocks 
We will buy surplus or entire stocks of shese 
from manufacturers, jobbers or retailers. 
QUANTITY NO OBJECT 
KIRSCH-BLACHER CO.., Inc. 


106 Duane St. New York 
Phene WOrth 2-5377 and 5878 








BUYERS OF 


MANUFACTURERS—RETAILERS 
SURPLUS STOCKS 
We buy for cash surplus or complete shoe stocks. 
Branded or . Generous prices. 
Write, wire or phone. 


BARSH & CEASA 
14 8. Third St. | Philadel 


Phone Market 


R 
hia, Pa. 

















Burch’s has always featured smart 
fashions for women, while in his new 
store are found complete departments 
for men and children in addition to 
the established women’s lines. Many 
new architectural designs are success- 
fully worked out here. 

In addition to a considerable amount 
of space used in the newspapers in ad- 
vertising the opening, all cars parked 
in town were decorated with a “sum- 
mons” which advised appearing at the 
Grand Opening. It went on to tell the 
reader of the opening and the address 
of the new location at 1060 Willamette. 








all display 





For all other classified advertisements 
desired twelve words should be added for the address. In 


advertisements is $5.00 an inch with a maximum of 46 words. 


classified 
Classified advertising is payable in advance. 
S* Advertisements for this page must be in our New York office on Friday of the week preceding publication. “™® 


CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisement is 4 cents per word for all undisplayed advertisements. Mini- 
rate is 7 cents per w Minim 


am charge, $1.25. 
all other cases each word of the 
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To Consider Questions 
of Style and Price 
[CONTINUED FROM PAGE 34] 


conventional styles? With the impor- 
tance of the casual shoe recognized by 
all, many shoe men would like to have 
a clearer conception of its proper place 
in the style and promotion picture. The 
Boston show will afford them an op- 
portunity to clarify their thinking on 
this question. 

Colors, patterns and materials are 
all-important in women’s shoes and only 
less so in the misses’ and growing girls’ 
lines. Men’s and boys’ lines will be 
abundant, and interesting. In these the 
buyer may reasonably expect to see new 
patterns dictated by the military in- 
fluence, some harking back to the first 
World War, when the plain toe type was 
worn by officers almost to the total ex- 
clusion of all other types. New leath- 
ers and new colors will be shown by 
many of the leading factors in the field. 


In charge of all arrangements for 
what promises to be a highly succzess- 
ful show is a committee composed of: 


Chairman Ex-Officio: George A. 
Dempsey, Farmington Shoe Mfg. Co., 
Dover, N. H. Chairman: Louis H. 
Salvage, Louis H. Salvage Shoe Co., 
Manchester, N. H. Vice Chairman: 
Charles T. Cahill, United Machinery 
Corp., Boston, Mass. Secretary-Man- 
ager: Maxwell Field, New England 
Shoe & Leather Assn., Boston; Robert 
Adams, Charles Cushman Company, 
Auburn, Maine; J. Edson Andrews, 
Gale Shoe Mfg. Co., No. Adams, Mass.; 
S. D. Ansin, Ansin Shoe Mfg. Com- 
pany, Athol, Mass.; A. F. Bancroft, 
Bancroft Walker Company, Waltham, 
Mass.; George Barkin, A. R. Hyde & 
Sons Co., Cambridge, Mass.; A. W. 
Berkowitz, Philips Shoe Mfg. Co., Ha- 
verhill, Mass.; T. J. Callahan, W. L. 
Douglas Shoe Co., Brockton, Mass.; 
Samuel Cantor, Dartmouth Shoe Com- 
pany, Brockton, Mass.; L. M. Carroll, 
Norway Shoe Company, Norway, 
Maine; Daniel J. Danahy, N. H. Brown 
Shoe Co., Worcester, Mass.; William E. 
Doyle, Doyle Shoe Company, Brockton, 
Mass.; Arthur L. Evans, L. B. Evans’ 
Son Co., Wakefield, Mass.; Robert Gold- 
stein, John E. Lucey Shoe Co., Middle- 
boro, Mass.; Albert E. Gordon, Dainty 
Main Shoe Co., Haverhill, Mass.; Louis 
Hartman, Hartman Shoe Mfg. Co., 
Haverhill, Mass.; J. Izenstatt, Jay Shoe 
Mfg. Co., Cambridge, Mass.; C. Henry 
Jacobs, A. Jacobs & Sons Co., Lynn, 
Mass.; Samuel J. Katz, Hubbard Shoe 
Co., Inc., Rochester, N. H.; A. L. Kle- 
ven, Kleven Shoe Co, Spencer, Mass.; 
Joseph Koss, Koss Shoe Company, 
Auburn, Maine; Paul O. MacBride, 
Milford Shoe Company, Milford, Mass.; 
H. O. Rondeau, H. O. Rondeau Shoe 
Co., Farmington, N. H.; Henry B. 
Rosenthal, Rosenthal & Doucette, Inc., 
Beverly; Frank S. Shapiro, National 


Shoe Corp., Marlboro, Mass.; J. A. 
Slosberg, Green Shoe Mfg. Co., Boston, 
Mass.; Ben Stone, Stone-Tarlow Co., 
Inc., Brockton, Mass.; James E. Wall, 
Wall-Streeter Shoe Co., North Adams, 
Mass.; Francis B. Masterson, President, 
National Association of Shoe Whole- 
salers. 


Delman Expanding Salon 


New YorkK—Herman Delman is ex- 
panding his Fifth Avenue Salon and 
has taken the entire ground floor ad- 
joining his present premises. This will 
be one of the largest shoe frontages on 
the avenue, will occupy 748, 750 and 
752 Fifth Avenue, and will have three 
large windows for display. The same 
scheme of period decoration will be car- 
ried through in the new salon as in the 
old, and Mr. Delman will continue with 
his policy of selling fine, high grade 
shoes in his new shop. Operations of 
the change will be started almost im- 
mediately. The new salon will be opened 
for business on or about February 1. 


Foot Consultations in 
Children’s Department 


CLEVELAND, OH10 — John L. McKee, 
who started foot measuring clinics in 
the Lorain, Ohio, public schools, has 
been retained by the children’s shoe 
department at Taylor’s, local depart- 
ment store, for Saturday consultations 
with mothers. Taylor’s, in their ad- 
vertisements announcing the special 
Saturday service, stressed strongly the 
danger of letting children wear shoes 
they have outgrown. 

Mr. McKee is a high school biology 
teacher whose hobby and greatest in- 
terest has been correct fitting of chil- 
dren’s feet. More than a year ago, he 
persuaded the Lorain superintendent of 
schools to establish foot clinics. There 
Mr. McKee measured the feet of boys 
and girls, and informed parents when 
their children were wearing shoes too 
small for them. 

His examinations included high school 
and grade school pupils, and also pre- 
school children. He found that some- 
times as many as seventy per cent of 
the children were wearing too - short 
shoes. 

Even as low as the third grade, en- 
larged toe joints were beginning to ap- 
pear on some of the children whose 
shoes were too small. Among fourth 
grade pupils the enlarged joints were 
more frequent. By the time they’d 
reached the fifth grade, some children 
had fu_l-grown bunions. 

In the high school, Mr. McKee dis- 
covered, short fits among the boys were 
several times more frequent than 
among the girls. “That’s probably be- 
cause the girls have spent so much more 
time in shopping for shoes,” he smiled. 
“They know more about buying the 
correct size.” 


There is one point he emphasizes 














Hotel Lennox 
Sp DOWNTOWN, GOOD PARKING, 
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BRANNOCK SHOE- 
FITTING SYSTEM 
1 INCREASE REPEAT SALES 
Se customers return 
@ ATTRACT NEW CUSTOMERS 
One tells others 
3 SAVE % OF FITTING TIME 
Cut down try-ons 
Write for Deseriptive Felder 
shoe factories offering Brannosk 








particularly to mothers—that they must 
not depend on their children to tell 
them when shoes have grown too short. 
“Often,” he explains, “the child him- 
self feels no immediate discomfort. And 
before you realize the trouble, the soft, 
growing bones of his feet have been 
pushed out of shape.” 


Broaden Price Range 


In Department 


SANTA Monica, CALir.—J. C. Tate 
has turned over the lease of the men’s 
shoe department in the Henshey De- 
partment Store to the present manager 
of this department, Elmer Bazo. Pre- 
viously a number of named lines were 
featured. It will be Mr. Bazo’s policy 
to confine his brands to Nunn-Bush and 
Edgerton shoes. The department is be- 
ing enlarged to give more seating and 
shelf space, a move made necessary by 
increased business. 

The leased second floor shoe depart- 
ment will continue to be operated by 
Mr. Tate. Both the women’s and chil- 
dren’s price lines are to be broadened 
by adding popular priced complete 
lines. Retail prices for the Fall sea- 
son in women’s shoes will be estab- 
lished at $6.95, $8.95, $10.50 and 
$12.75, the $6.95 group being a new 
addition. 





